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10 PUSH ANTI-REBATE BILL 


JERSEY AGENTS AROUSED. 


in Annual Convention Local Men 
Adopt Various Resolutions—To 
Petition Eastern Union. 


Undismayed by the defeat of the anti- 
rebate bill offered in the State Legis- 
lature last year, the local fire insur- 

_ance agents of New Jersey, have had 
drafted a second measure, which they 
confidently predict will be placed upon 
the statute books before the present leg- 
islative session adjourns. 

The bill has been drawn to meet the 
objections raised last year, and as it is 
eminently fair in its treatment of all 
parties at interest the agents are a unit 
in its endorsement, and have pledged 
themselves to work enthusiastically for 
its passage, using to that end all the 
influence they possess with their respec- 
tive legislators. 





The decision to concentrate their 


present efforts upon the enactment of a! 
bill that would suppress the demoraliz- | 
ing rebate practice, was reached at the | 
annual convention of the New Jersey | 


Association of Local Fire Insurance| 
Agents, held at Trenton on Thursday 
last. At the same time the Association | 
adopted the following resolutions: 
Resolutions Adopted. 

Your committee on resolutions would 
respectfully recommend that the vari- 
ous resolutions for the government of 
the practices of agents be reaffirmed 
by this meeting, and, further, that we 
call attention to Section 3 of the report 
of the Resolution Committee of the last 
session to the end that the importince 
of this be recognized, and we would 
urge that this Committee be 
known as the “Committee on Good and 
Welfare,” and that this Committee re- 
port in writing to the secretary of this 
Association ten days before the annual 
and semi-annual meetings as to the 
conditions prevailing in the territory. 

We recommend and reaffirm our op- 
position to the practice of placing more 
liability with one company than its net 
lines, believing that such practice in- 
jures the agents and companies alike, 
and that the practice be referred to the 
National Association for its considera- 
tion. 

We recommend that this Association 
again call the attention of the National 
Association to the continued practice of 
the companies in maintaining dual 
agencies. 

We recommend that this Association 
recommend to the Commissioner of 
Banking and Insurance, the New York 
form of standard typewriter policy, to- 
gether with the daily report for use in 
New Jersey, and that the Commissioner 
have legislation to that end prepared. 
; We recommend that the legal opin- 

lon received by the Trenton Board of 


(Continued on page 14.) 


DIRECTORY OF DEPARTMENTS 


' Life Insurance. . . 
Industrial 





Organized 1853 


‘yy THE HOME 


~— / 
— 
— 


Elbridge G. Snow, President 


MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL, $3,000,000 


Assets, January Ist, 1911 


Liabilities (including capital).......... dhe Mende ak aewe FH Seared ware 


Reserve as a Conflagration surplus 
Net Surplus over all liabilities and reserves 


Insurance # Company 
New York 


$30,178,913 
16,349,300 
1,500,000 
12,329,613 


SURPLUS AS REGARDS POLICYHOL DERS, $16,829,613. 


Insures against loss ot real and personal property, rental income, 


use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 


Inland Transportation Risks 





North British 


and Mercantile 


Established 1800 


Entered United States 
1866 


Insurance Co. 


Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 











ASSETS $23,839,859.97 





ASSETS IN EXCESS OF ALL LIABILITIES 
TO POLICY HOLDERS 


$2,169,028.05 


SURPLUS INCREASED IN NINETEEN HUNDRED AND TEN 
TWENTY-THREE PER CENT. 


$213,000.00 


LIABILITIES $21,670,831.92 


IF YOU ARE NOT A GENERAL AGENT, WHY NOT BE ONE? 
Communicate Direct with the Home Office of the 


Pittsburgh Life and Trust Company 
PITTSBURGH 


W. C. BALDWIN, PRESIDENT 








$3.00 a Year; lic. per Copy 


‘JUDGE DAY ACTING PRESIDENT 


| a 
| ROBERT HENDERSON ACTUARY. 
| 
| Equitable Defers Selection of Successor 
To Late Paul Morton—Society’s 
Financial Status. 


| 

| 

| At the annual meeting of the direc- 
|tors of the Equitable Life, of New York, 
neld on Thursday of last week, it was 
| <octes that as the vice-president was 
| performing all the duties of the presi- 
| dent the election of a president and 
vice-president should be deferred “be- 
cause the period which had elapsed since 
| 

| the death of the late president had not 
been sufficient to give consideration to 
the choice of his successor.” 

Other officers were re-elected as also 
were the standing committees. Robert 
Henderson, assistant actuary, was made 
actuary to fill a vacancy which has ex- 
isted for a year. 

The board adopted resolutions com- 
memorative of the late President Mor- 
ton and of Mr. Swanstrom. 

Under the by-laws of the Society the 
vice-president |ecomes acting president 
in case a vacancy occurs in the latter 
office and it is further provided that an 
|officer continues in office until a suc- 
|cessor is chosen. Thus it will be seen 
that no action was really necessary at 
|the meeting ieferred to to give Vice- 
President Day the power to act as 
president. 

Substantial Increases. 

A statement of the Society’s financial 
|position issued showed an increase of 
$14,000,000 in the total assets: in 1910. 
rhe outstanding insurance increased by 
$11,810,713 and the loans to policyhold- 
ers increased from $59,954,933 at the 
close of 1909 to $65,250,554 at the close 
f 1910 

Here cre the fig 
Total assets ieee asces Se 
Total liabilities cave 
Total surplus—including 

deferred dividend fund. 

New insurance paid for 

including additions $3,- 

$16,035 111,381,.126.00 
Outstanding insurance. .1,347,158,692.00 

Representing an _ in- 

crease of $11,810,713. 
|First year cash premiums 
| —excluding additions.. 
| Total amount paid to pol- 
icyholders 
|Death benefits 
98 per cent. of policies 
paid in America as 
death cJaims were 
paid within one day 
after proofts of death 
were received. 
Endowments 
| Annuities, surrender val- 
| ues and other benefits. 
| Dividends to policyhold- 
| 10,575.156.92 
1911 dividends to pol- 
icyholders will ap- 
proximate $12,775,000. 

Dividends to stockholders 

This is the maximum 

annual dividend that 
stockholders can re- 
ceive under the So- 
ciety’s charter..... 

Outstanding loans to pol- 

icyholders 





ures made 


53,439.360.18 
19,351,346.22 


8,378,726.30 


15,134,130.74 


7,000.00 


65,250,554.62 
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Earnings from _ interest 


0 ee eer 21,646,527.50 
Outstanding loans on real 
estate mortgages...... 99,138,123.36 


The Society has loans 
on real estate mort- 
gages in thirty-four 
States 

Total expenses—includ- 

ing commissions and 

eee ee 10,395,057.67 

This is a reduction from the previous 
year, notwithstanding an increase in 
taxes for the year of $139,365.30, of 
which $93,016.83 is the new Federal cor- 
poration tax. 

The average gross rate of interest 
realized during 1910 amounted to 4.48 
per cent., and the aggregate invest- 
ments in mortgage loans and bonds 
made during 1910 were at an average 
rate of yield of 4.62 per cent. 





A PROGRESSIVE INSTITUTION. 





Annual Report of President Lamb of 
John Hancock Mutual An Inter- 
esting Document. 





The annual report of Roland O. 
Lamb, president of the John Hancock 
Mutual Life, furnishes an interesting 
little booklet. The admitted assets of 
the Company are $72,656,259. Dividends 
apportioned and payable during 1911 
amount to $2,053,804; to be apportioned 
on five-year dividend policies, $240,038; 
reserves on outstanding policies, $62,- 
153,107; unassigned funds, or assets in 
excess of all liabilities, $6,715,796. 
Speaking of the investments of the 
Company, President Lamb says: 

“The general financial situation dur- 
ing the year and at its close had not 
encouraged the hope of so satisfactory 
a showing as has been made in the in- 
vestment field. The total invested dur- 
ing the year, including amounts loaned 
to policyholders, was $10,511,447.84, se- 
cured on an average rate of 5.12 per 
cent. The total amount of bonds and 
mortgages outstanding at the end of 
the year was $59,368,618.32. Interest 
collections thereon were very closely 
made, and there was in default only 
$2,278.10 on December 31st. Of this 
amount there now remains less than 
$600 unpaid, and there is no bond in 
default or under reorganization.” 

During the year 1910 the John Han- 
cock made a net increase in outstand- 
ing insurance of $43,892,845, making a 
total in force of $570,838,770. The fol- 
lowing shows the increases in principal 
items for 1910 as compared with 1909: 

Increase. Per Ct. 


re $1,520,698 6.8 
DORE. ca déanecans 8,096,747 12.5 
Unassigned funds. 556,644 9.0 
Policy payments... 924,063 11.0 
Ins. in force....... 43,892,845 8.3 


The remarkable progress of the Com- 
pany is shown in the 20-year compari- 
son given herewith: 

Dec. 31, 1890 Dec. 31, 1910 
Assets ......... $3,967,910 $72,656,259 
eee 2,180,022 23,823,089 
Unassigned or 

Safety Funds. 341,806 6,715,796 
Ins. in Force... 55,803,940 570,838,770 





Total Abstinence Department. 

In speaking of its “Total Abstinence 
Class,” the Security Mutual Life of 
Binghamton says: 

“During an experience of a little over 
ten years, it has secured a very substan- 
tial volume of business, adding $999,- 
763 to the credit of insurance account 
during 1910. In 1910 the mortality ex- 
perienced was even lower than in 1909, 
and the 1911 dividend represents a sub- 
stantial increase over former years. 
One must have been and be a total ab- 
stainer from the use of alcoholic bever- 
ages as such to be eligible for insur- 
ance in the Class, and must make ap- 
plication at the time of insuring, or 
within one year from the date of 
policy.” 


MEET W. C. JOHNSON. 





Agency Force of Columbian National 
Life Get Acquainted With New 
Vice-President. 





The annual convention of the Colum- 
bian National Life Insurance Company 
was held in Boston Tuesday and 
Wednesday’ of last week at the Hotel 
Somerset, about seventy of the flower 
of its agency force attending. 

The occasion was noteworthy in that 
it was the first time most of the field 
force had met William C, Johnson,- the 
new vice-president. and general man- 
ager, and after President Arthur KE. 
Childs had welcomed the visitors and 
introduced Mr. Johnson to the men as 
their new chief, his personality largely 
dominated the convention. The first 
day was devoted to solid work, Mr. 
Johnson explaining the forms of poli- 
cies which the Company proposed to} 
issue, claiming that while embodying | 
all the essentials, the new Columbian | 
contract was the briefest and most con- | 
cise of any now issued by any old| 
line company. He outlined the advan- | 
tages accruing by reason of the dis- | 
ability contract and emphasized the fact | 
that the new Columbian policy was in| 
his judgment, the very best on the| 
market. 

The remainder of the session was | 
devoted to discussion, President Childs, | 
Vice-President Sears, Secretary W. H. | 
Brown and the other vtticers of the| 
Company freely entering into the gen-| 
eral symposium, practically all of the | 
visitors taking part in it. A pleasant | 
break in the business was the presenta- | 
tion to President Childs of a handsome | 
traveling case, by Dr. Galo of Hunting- 
ton, W. Va., on behalf of the field force. 

The convention terminated with a 
banquet at the Hotel Somerset, Thurs- | 
day evening, with President Childs as 
the guest of honor and Vice-President 
Johnson as toastmaster. A _ pleasing | 
feature of the dinner was the presence | 
of President H. J. Powell of the Na-| 
tional Association of Life Underwriters 
attended by President James H. Lake | 
of the Boston Life Underwriters Asso- 
ciation who conveyed the good will of 
the fraternity at large to the Comnany | 
in general, and to Vice-President John- 
son amd Alfred C. Newell, the Com- 
pany’s agent at Atlanta, who is prest- 
dent of the Georgia Life Underwriters | 
Association, in particular. President 
Powell paid a high compliment to Mr. 
Johnson claiming that every life insur- | 
ance agent in the country was his debt- 
er for his splendid work in modifying | 
the insurance legislature in New York. | 

One of the principal events of the! 
evening was the presentation of a silver | 
service, accompanied by an illuminated | 
address, to Franklin W. Ganse, former | 
vice-president who resigned to become | 
Home office general agent of the Com- | 
pany. } 
Rollicking good humor, blended with | 
occasional serious talks, was the pre- | 
vailing spirit, the party breaking up at | 
a late hour with auld lang syne. 








Gains in a Decade. 

The chief items in the annual state- 
ment of the Illinois Life for the year 
1910 show commendable gains when 
compared with the same items for the 
year 1900, as will be noted by the fol- 
lowing: 


Increase 
1910. over 1900. | 
re $2,128,498 $1,796,939 | 


Paid policyholders 823,068 735,720 
New business.... 15,107,698 10,838,198 
Ins. in force..... 54,119,042 43,957,542 
ETS 8,125,138 7,822,076 | 
Capital & surplus 727,134 607,526 | 





Increasing His Force. 
Three recent additions to the staff of | 
W .N. Compton, New York city general | 
agent of the John Hancock Mutual Life | 
are: Julian E. Ramsdell, formerly an | 
Episcopal minister, and a graduate of 
Trinity and Phillips, Exeter; Thomas 
Hughes, formerly with the Northwest- 
ern and the Travelers in Washington, 
and Edward Kellerman, recently with 
the Mutual Benefit. 





Great Southern Life Insurance Company 


HOUSTON, TEXAS 








Insurance written first year over 


SIX MILLION DOLLARS 
ADMITTED ASSETS 


We want good men to represent a good 
Company. Address 
O. S. CARLTON, Vice President 

**It is the Largest Company ever organ- 
ized in Texas and the most successful.’” 


Commercial and Financial World 
New York, July 16, 1910 








THE STATE LIFE 


Insurance Company 


Not The Oldest--Not The Largest--Just The Best 


Protects Against Natural Death; Double Protection in Case of Accidental Death ;Com- 
plete Protection Against Tota! Disability and Consequent Failure to Pay Premiums 


CHAS. F. COFFIN, 2d Vice-President 


INDIANAPOLIS 








In January, 1911, the Agents of This Company Wrote 


90 PER CENT MORE NEW BUSINESS 


Than in January, 1910 





OUR COMPLETE PROTECTION POLICY DID IT 





For Agency Contracts Address 


1231 State Life Building 














The Northwestern 


Mutual Life Insurance Co. 
of Milwaukee 


GEO. C. MARKHAM, President 
A. 8S. HATHAWAY, Secretary 


New Business Paid-For 





1905 
1906 
1907 
1908 
1909 


$90,334.038 

93,563,452 
102,283,634 
109,685,428 
113,71 6,188 


Each year larger than any in the 
previous history of the Company. 


Commenced Business 1858. 








NSURANCE MEN will note the signifi- 
cant increase in The Northwestern’s 
ears 


IMPORTANT FACTS relating to thi 
business are shown by the follor a 


Inter. 
Os 5 es aa 


58 
1908 10.76 59 4.84 


It is capable of easy demonstration that 
The Hesthwestern is the best Company to 


insure 
See The Northwestern’s new (1910) policy 

contract with its Dividend Options, Paid-up 

and Endowment Opti 

ment and the Premium Loan features. 
Issues Partnership and Corporation In- 


For further informagion or an Agency, 





H. F. NORRIS, 


Options of Settle- 

















Superintendent of Agencies. 
OLDEST STRONGEST 
IN AMERICA IN THE WORLD 


THE MUTUAL LIFE 
Insurance Company of New York — 





Mutual Life Agents Make Most Money 


Because Mutual Life Policies Sell Most Freely 


For terms to producing agents, address 


GEORGE T. DEXTER 





2nd Vice President 


34 Nassau Street 


New York, N. Y. 
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GATHERING A GREAT SUCCESS 


L. A. CERF STARS AS A HOST. 








Mutual Benefit Men Vote Meeting of 
Last Week a Red Letter 
Affair. 





L. A. Cerf, New York city general 
agent of the Mutual Benefit, fully con- 
formed to the reputation he bears as a 
most charming personality, an aggressive 
and progressive leader and a man of 
original ideas, when he so successfully 
entertained visiting general agents of 
the Company and his own staff during 
the past week, and referred to in our 
issue of February 16. 

Fujly 100 Mutual Benefit men were 
assembled in the banquet hall of the 
\iartinique to enjoy the dinner “given 
by L. A. Cerf to his brother workers in 
he cause.” 

Some Who Were Present. 

Besides Mr. Cerf and his band of 
hustlers, described on the menu as 
“Just Us,” there were a number of 
out-of-town general agents, including 
Messrs. Allen, Wichita; Black, St. Louis; 
Blandford, Omaha; Clark, Detroit; 
Cardwell, Lexington; Day & Cornish, 
Newark; Courtney, Kansas City; L. D. 
and J. S. Drewry, Cincinnati; W. S. 
Drewry, Richmond (in fact, all of the 
Drewrys); Dennis & ‘Son, Louisville; 
DeGroat, San Francisco; Foreman, 
\tlanta; Glenn, Philadelphia: Hedges, 
Boston; Johnston, Buffalo; King, Indian- 
apolis; Mattison, Anderson; H. A. Mac- 

wan, Worcester; Moore, Portland; 
Newkirk, Denver; Pick, Chicago; Rols- 
ton, Chattanooga; Tillinghast, Pitts- 
burg; Thurman, Baltimore; Whitney, 
Nashua, 

The officers present were President 


' Frelinghuysen, Vice-President Rhodes, 


Superintendent of Agents Drew, Actuary 
Papps, Medical Director Van Wagenen, 
Assistant Secretary Sage and Associate 
Counsel Kay. 
“On the Side.” 

Much amusement was caused early in 
the evening by The Jelican, a buff sheet 

embling the pelican in appearance; 
but there the resemblance ceased. At 


each place, the guest also found a leaf- 
let containing the words of many of the 
popular songs, which were well render- 
el by a soloist, the agents joining in 


the choruses. The souvenirs of the oc- 
casion were Mutual Benefit match 
boxes, on the face of which were the 
words “Compliments of the Metropolitan 
Agency of the Mutual*Benefit Life In- 
surance Company, February 15, 1911,” 
and on the reverse side of which was a 
picture of the home office building. 


Foreman the Toastmaster. 

When the time arrived for the 
speeches, Mr. Cerf, after briefly ex- 
pressing his pleasure in seeing before 
him so many of his “brother workers 
in the cause,” introduced general agent 
Rk. L. Foreman, of Atlanta, as toast- 
master; and a splendid one he proved. 


His introduction of the president was 
most happy. 

Mr. Frelinghuysen reminded his listen- 
ers that it was rather difficult for a 
president to address an assembly like 
that before him, because the officers of 
the Mutual Benefit felt that their great- 
est work was silent service rather than 
cratory. = 

In introducing Mr. Rhodes, Mr, Fore- 
man said that economy was the guiding 
force in the vice-president’s life, that 
he was economical! even in the choice 
and use of words, but that Mr. Cerf had 
recklessly arranged for a $4,000 talk. 

Mr. Rhodes spoke of the annual state- 
ment—“that little four-page leaflet that 
tells such a wonderful story of the 
progress of a year.” By reviewing the 
Company’s past, its future might be 
imagined; might be, as it were, imaged. 
He spoke of his conference with the 
then Governor Hughes after the Arm- 
strong investigation, and quoted the 
governor as follows: “Why can’t other 
companies do what the Mutual Benefit 
is doing?” He said that the complete 
history of the Company was one of 
sacred regard for the rights and inter- 
est of policyholders. 

Features for Success. 

Mr. Foreman’s introduction of Mr. 
Drew provoked laughter. Like all of 
his introductions, it was excellent. 

Mr. Drew read a letter from the su- 
perintendent of another company, one 
of the high-grade institutions, which 
commended the management of the 
Mutual Benefit most cordially upon its 
statement, recently published. He spoke 
of the very high quality of the Compa- 
ny’s business, of the low lapse rate, and 
explained it by the fact that a Mutual 
Fenefit policyholder is always a satis- 
fied policyholder. He complimented Mr. 
Cerf most highly, and said that the in- 
creased individual efficiency of the men 
of the Mutual Benefit was exceedingly 
gratifying to him. He said that he found 
that Mutual Benefit men believe more 
fully than ever in cumulative sellinz, 
which is made easy by the Company's 
retroactive plan. He cited the cases of 
C. H. Perkins, district manager at Grand 
Rapids, and W. M. Booker, district man- 
ager at Toledo, which cities he visited 
last week. Whenever life insurance is 
mentioned in Grand Rapids, Perkins is 
named; the same is true of Booker 
in Toledo. Quantity is not enough; we 
must also have quality. 

Introducing Mr. Papps, the _ toast- 
master said he wondered whether the 
actuary, like Omar Kyam and the 
author of “Alice of Wonderland,” was 
leading a double life—one part devoted 
to mathematics, and the other part de- 
veted to sometiing eise. 

Mr. Papps denied that he was relat+e 
closely to the man “who made Mil- 
waukee famous,” and spoke seriously of 
the Mutual Benefit’s retroactive practice, 
whereby old policyholders are given the 
advantage of new privileges, when 
adopted. 

A Satisfactory Possession. 
At this point, Mr. Drew addressed the 


toastmaster, and read over the 1911 
standing of policy 795, the oldest on the 
books of the Mutual Benefit, issued in 
i846 for $3,500, at age 14. The annual 
premium on this policy was $54.60. The 
regular 1911 dividend is $42.91, and the 
special 1910 dividend, payable in Janu- 
ary, 1911, is $19.32, so that the net pay- 
ment is $1.37, for which the Company 
has just received Mr. Winslow’s check. 
It should be remembered too that as is- 
sued this policy provided for no loan, 
cash or other values. Because of the 
retroactive plan, the policy now has a 
loan value of $3,041.57, although the 
total net cash outlay has been only $1,- 
367.44. This announcement by Mr. Drew 
was followed by enthusiastic applause. 

Mr. Foreman, in calling upon Dr. Van 
Wagenen, mentioned the (alleged) fact 
that Methuselah lived 3,000 miles from 
his family physician. If he’d lived near- 
er, it is hard to tell how long he would 
have survived. 


Medical Examinations More Liberal. 


Dr. Van Wagenen said that the com- 
pany wanted to take all the business 
that it justly could take. He explained 
that it was not to the company’s inter- 
est to turn down any good risk. Some 
men seem to think, he said, that they 
are not as well off to-day as were their 
fathers. He said that he had looked 
over the records, and found that thirty 
years ago, men were declined for causes 
which modern medical science has 
shown to be not as bad as then be- 
lieved. For instance, because of either 
albuminuria or sugar 30 years ago a 
man was absolutely declined; because 
of cast, absolutely declined; because of 
calculus, postponed five years; because 
of gall stone, postponed five years; be- 
cause of hemorrhage of lung, declined 
absolutely; because of consumption in 
the family history, as follows: One 
case postponed to age 30; two cases, 
postponed until age 35; three cases, ab- 
solutely declined; because of apoplexy 
or heart disease, two cases of either in 
family record, declined, at best limited 
to age 50; two cases in the same line, 
declined absolutely. The doctors are 
more liberal all the time. The agent 
hasn’t such a hard time to get cases 
through as he had 30 years ago, the 
Doctor said. In other respects too the 
young man of to-day has advantages 
that his father never tad. To-day, as 
always, there are just two factors that 
make for failure: Lack of knowledge 
of one’s work, and unwillingness to 
work. The man who knows his busi- 
ness and who works is sure of success. 

Mr. Kay was the next speaker. He 
said that he liked to think of the Mu- 
tual Benefit as a large wheel. The 
agents are the rim, the general agents 
are the spokes, and the home office is 
the hub. It must be the aim of the 
home office to keep the lines in pro- 
portion, that the wheel may be all that 
it should be in stability, and able to 
progress. Then he spoke of the bene- 
ficial character of the life insurance 
business, and illustrated its mighty 
power for good by asking what would 





happen if all the insurance in force 
should suddenly cease. 

When Mr. Kay finished speaking, Mr. 
Pick in a few very well chosen words 
spoke of his friend and the friend of all 
Mutual Benefit men—the host of the oc- 
casion, L. A. Cerf. He said that Mr. 
Cerf’s home needed no furnishings be- 
cause of its owners’ hospitality. Mr. 
Cerf, he concluded, is a man who gives 
the best that he has to his friends—who 
gives himself. Three rousing cheers 
were given for Mr. Cerf. 

Mr. Sage was called upon to say good 
night. He complimented Mr. Foreman, 
and made a little talk that held the 
interest of his listeners throughout on 
the ideals of the Mutual Benefit in its 
history and character. He closed by 
admirably quoting a few verses entitlea 
“If,” on true manhood. 

It was a great meeting, and one 
which will go down in Mutual Ben<fit 
annais among the red letter days of the 
company. 

On Thursday the visiting general 
agents gathered at the home office in- 
specting the building and familiarizing 
themselves with the various depart- 
ments for handling the increasing busi- 
ness of the company. 


NEW YORK LIFE UNDERWRITERS. 





Annual Meeting at Rector’s February 
28—Barry and Wilson on Pro- 
gram as Sperkers. 





The annual meeting and dinner of 
the Life Underwriters Association of 
New York will be held at Rector’s Feb- 
ruary 28, dinner being served at 6 
o'clock. 

The speakers will be: Hon. Martin 
W. Littleton, who needs no introduction 
in New York; Hon. James W. Barry, 
ex-insurance commissioner for Michi- 
gan; Rev. Stephen Wise; George T. 
Wilson, 2nd _ vice-president of the 
Equitable. 

“This galaxy of post-prandial stars 
will provide a feast of reason and flow 
of soul of superlative excellence,” says 
the committee in charge. 

The following will be voted upon as 
applicants for membership: 

R. A. Van Alst, Jr., Mutual Life; P. 
H. Huff, Union Central Life; Arthur 
W. Hindle, Prudential; E. B. Lombard 
and F. O. Dunning, Penn Mutual; 
Howard T. Cornwell, New York Life; 
J. Scott Anderson, Columbian National; 
Fzra W. Bennett, Mass. Mutual; Wil- 
liam F. Reilly, Equitable: T. Louis Han- 
sen, Germania. 





Figures Verified. 

Shortly after January 1, the Interna- 
tional Life of St. Louis asked the insur- 
ance departments of Missouri and IIli- 
nois to examine the Company to verify 
the annual statement. 

The figures just issued show: As- 
sets, $1,023,031; reserve, $179,212; sur- 
plus to policyholders, $816,550. Insur- 
ance in force $12,757,006, a net gain 
during the year of $4,947,106; gross in- 
come for 1910, $493,336, an increase of 
$266,000. 
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JOHN F. DRYDEN, President 


j |AIRKE YOU TIRED 


of low pay and no opportunities? Get into a 
business that pays workers well, and that has 
opportunities. 
The Prudential. 


Write us about an agency. 
THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Incorporated as a Stock Company by the State of New Jersey 


Sell Life 


Insurance for 


Home Office, NEWARK, N. J. 
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- SYSTEM IN SOLICITING. 





Do you hate money? And success? 
Yes, you do. Like a chicken hates corn. 
Do you use a card system in your hunt 
for applications? No, you do not. You 
try to do business; you work here and 
there wherever there is any promise of 
commissions, but for the most part 
isn’t the work carried on rather aim- 
lessly? Why don’t you use the cards? 
Man, man, you are wasting yourself un- 
less you bring your efforts down to a 
system, That is what the cards are for, 
and you can have all you want for the 
asking. You never use a prospect card 
and don’t know how? Why, bless you 
just take some blank ones and jot down 
each prospect, with as much of the data 
as you have at hand. Then arrange them 
by streets and numbers and vicinities, 
so you can interview them in a row 
without one unnecessary step. Now, 
you’ve got the idea. You’ve made those 
calls and saved two hours, maybe more, 
by being systematic about it. When 
you come out after an interview, even 
if it was only a minute long, write on 
your card the gist of what “he” said, 
especially anything of a personal na- 
ture. The milk in this cocoanut is right 
here. Let us suppose: 

His boy is sick. When you came out, 
you quietly noted that fact on your 
card. The next time you called, did you 
hand him an application and fountain 
pen? You did not. Did he hot-foot it 
for the back of the store, waving a dis- 
tress signal and saying he “couldn’t 
talk insurance to-day?” Not on your im- 
mortal Sarony, he didn’t! Why? Be- 
cause you were foxy enough to ask af- 
ter that boy, and being an average kind 
of Dad, he warmed up and talked boy 
to you until you nearly had the earache. 
And did you then suggest that he take 
cut an endowment to be matured in 
favor of the boy? Maybe you did, and 
then again, maybe not. But that was 
your chance, and if your suggestion 
wouldn’t nail him then, probably it 
never would. 

Now, another thing. Never give up.* 
You are sitting at home to-night mulling 
over a call to be made to-morrow to 
close a good fat case. We hope so. 
Anyway, get out all your cards on that 
etreet, and in that neighborhood; ar- 
range them by numbers so you can stop 
at each one as you go along without one 
extra leg motion. Tomorrow morning 
vou have started to see these cases. 
You complete a call, and the next one is 
Adam Tightwad. You couldn’t write 
him if you let him pay his premiums 
with counterfeit money. No! And 


Hurrell With President’s Association. 





Alfred Hurrell, counsel for the New 
York Insurance Department, has re- 
signed to accept a similar post with 
the Association of Life Insurance Pres- 
idents. Superintendent Hotchkiss says 
he knows “no one in the State service 
whose loss will be more keenly felt.” 

The vacancy created by Mr. Hurrell’s 
resignation will not be filled. 





United States Annuity. 





The financial statement of the United 
States Annuity & Life of Chicago shows 
progress for the year 1910. The com- 
pany made a gain in income, as com- 
pared with 1909, of $57,753. Its assets 
increased to the extent of $125,516, and 
the outstanding insurance showed an 
increase of $1,341,560, the total at the 
commencement of the present year be- 
ing $7,947,451. 

The gross assets of the company are 
$621,774, from which is deducted $25,157 
non-admitted in the report as filed with 
the insurance department. Over five 
hundred and fifty thousand dollars of 
the assets is invested in mortgage 
loans on real estate, bonds and stocks. 
Reserve on outstanding policies aggre- 
gates $282,400 and the surplus to policy- 
holders $299,649. Dividends apportioned 
to policyholders amount to $26,586. 

The schedule used for payment of 
dividends during the present year on 


that’s the truth. Never mind, your card 
tells you his number is just across the 
street. A skip and a jump and you are 
there, and while you hope he’ll choke, 
you actually say you hope he is well. 
No harm done, and it might be the very 
time when you do the business. You 
never can tell. Then again, he may 
have developed a cold; a nice one. 
Lord, man! he couldn’t get insurance 
now if he was worth a billion. Put that 
in his pipe and let him smoke it. Human 
nature is always the same. We all want 
the hardest, the things we cannot save. 
Maybe you've got the rollers under him 
now; you’ve got him in a tight corner 
anyway. 

It’s the same old story. Each case 
has its vulnerable side, and that is the 
side you must find. You may not at the 
start, but “Practice makes perfect,” and 
you'll soon be adept if you really try. 
The point is that without your card, 
you would miss many of these import- 
ant details time and time again. Run 
over these cards at night. Plan out 
to-morrow’s work and in the morning, 
“Go to it,” just as if you were hired 
to do exactly that same thing on a sal- 
ary of Twelve Thousand Dollars a year. 
Jot on your cards every little personal 
pointer dropped by your man. It surely 
will come in handy later on. He may 
let out the information that he is off 
for a trip to New York, or abroad; any 
old thing. Get it on that card. Next 
call inquire about that trip. He'll talk 
and talk about what he saw and heard 
and did. The point is, he’ll stand and 
talk with you, and that is one of the 
things you most want him to do. Stick 
to him! Don’t give up the ship. Maybe 
one of the stickers will say, “Nope, I 
am loaded up, and I can’t see any more 
insurance policies in my strong box, 
but there’s Jones over in the First Na- 
t‘onal Bank, I had lunch with him the 
other day, and seems to me he might 
do something in your line. Tell him I 
spoke to you about him.” Did your 
call on old Sticker pay? You’ve got 
another prospect, and from this neck 
of the woods it looks like a mighty 
promising one at that. Make a card for 
Jonesey and then tackle him. Keep 
after Him until you sink his ship or 
he comes across with a prospect. 

Let your cards plan out each day’s 
work for you, and be sure you use the 
pointers which you should be constant- 
ly accumulating. Get a good supply of 
cards. There’s a reason.—W. C. Ham- 
mond, Jr., in Office and Field, published 
by the Hartford Life. 


the two principal plans gives the fol- 
lowing, at age 35 at entry, basis $1,000 
insurance: 
Y’r of Ord. Life. 20 P. L. 
issue. Prem. Div. Prem. Div. 
1906 $26.37 $6.37 $36.44 $6.74 
1907 26.37 6.00 36.44 6.28 
1908 26.35 5.72 38.61 6.22 
1909 26.35 2.23 38.61 2.32 
The U. S. Annuity registers its poli- 
cies under the compulsory deposit law 
of Illinois. 





To Discuss Necessary Reforms. 

William H. Hotchkiss, Superintend- 
ent of Insurance for New York State, 
will deliver an address comprehending 
his ideas as to the reforms necessary 
in the insurance world, at a banquet of 
the Society of Wayne on Friday even- 
ing of this week, at the Hotel St. Denis. 





Indebted to Company. 





The Life Insurance Company of Vir- 
ginia says that at the close of this 
month, each superintendent, assistant 
and agent will owe the Company $2.000 
Ordinary; that there Is no use asking 
the policyholder to pay up arrears “and 
yet be in arrears yourself.” <A good 
idea! Every representative of a com- 
pany should strive to acquit himself 
Se of the trust imposed iy 

m. 





Incorporated as a Stock Co.npany by the State of Illinois 





HOME OFFICE 
Fifth Floor, Tacoma Building, Chicago 


The ONLY Life Insurance Company operating through 
BANKS OF DEPOSIT which prepares the 
field for you—MR. AGENT 
WHY don’t you write the Company AT ONCE ? 








WHY NOT 


HB 


Mutual Life Insurance Company 
OF BOSTON, MASS. ? 


WHY NOT 
THE 18 PAYMENT LIFE? 


WHY NOT 
THIS AGENCY? 


IT DOES THINGS—TRY US 








WILLIAM N. COMPTON, Generali Agent 
Telephone 6030—6031 Cortland 220 BROADWAY, NEW YORK CITY 








RESERVE LOAN LIFE INSURANCE CO. 


Indianapolis, Ind. 


Assets $2,127,667.58 - - Liabilities $1,891,363.65 
Surplus to Policyholders $236,303.93 


.For Territory Address! 











The Bankers Life Association of Des Moines 


A Mutual Association of Preferred Risks. Exceptions Record for 31 years for 
Low Rate of Mortality. Prompt Payment of Claims, Fconomy of Management, 
Security of its Funds and Satisfactory Results for its Policy Holders. 


Gross Assets January 1,1911 - - $17,290,445.08 


ERNEST E. CLARK, President 


CLINTON L. BOOTH, General Agent, 246 Arcade, Cleveland, Ohio 
8S. W. MEYERFELD, General Agent, 1328 Broadway, New York City 

















COME SOUTHWEST 


“WRITE BUSINESS IN WINTER RESORT” 


—REASONS— 
1—CROPS—“Greatest in History.” 
2—FINANCIAL CONDITIONS—“Fine.” 
3—COMPAN Y—“Good as Any.” 
4—POLICY CONTRACTS—“The Best.” 





LET US SHOW YOU 


Mid-Continent Life Ins. Co. 


MUSKOGEE, OKLA. 
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LIBERTY LIFE LIQUIDATING 


DEAL 





REINSURANCE RATIFIED. 


Effort to Build Up Institution Under 
Present Conditions Deemed An 
Impossible One. 





Having fully consummated a reinsur- 
ance contract with the Metropolitan 
Life, thus relieving itself of existing 
liabilities, the Liberty Life, of New 
York, has been placed in process of 
liquidation by vote of its stock holders. 

No statement has been issued as to 
the amount of business in force at the 
time of reinsurance, but at the last pub- 
lic report there was about $700,000. 
The company was organized in 1905 
with a capital of $100,000 and a further 
payment of $75,000 to the surplus and 
organization account. It is said that 
the stockholders will receive about $85,- 
000 in liquidation, or less than 50 per 
cent. of the amount contributed. 

The New York Commercial of Tues- 
day, referring to the retirement of the 
company said: 

“The career of the Liberty Life has 
been watched with interest by the life 
insurance men who have contended that 
the New York statutes, as amended 
after the legislative investigation of 
1905, made it almost impossible for a 
new company to start, much less sur- 
vive in competition. 

“The Liberty Life was incorporated 
March 1, 1907, and began ‘business in 
April. The paid-in capital was $100,000. 
The surplus paid in was $50,000 and 
there was in addition a fund of $25,000 
to meet organization expenses. 

“The backing of the new company 
was of the first class. Most prominent 
among its incorporators and principal 
stockholders were William H. Lynn, a 
lawyer of No. 111 Broadway; General 
George Moore Smith, Hiram J. O’Dono- 
hue, Christian F. Tietjen, D. D. Aller- 
ton and Rudolph Kleybolte. The first 
actuary was Miles M. Dawson. 

“The Company wrote non-participat- 
ing policies of the New York standard 
form. During 1907 the expense of doing 
business far exceeded the total margins 
prescribed by law. It was said last 
night that the management was handi- 
capped by the fact that it was impossi- 
ble to secure an able life insurance 
man because of the expense restric- 
tions. Wilbur S. Turper spent about 
seven months last year in striving to 
get the concern going with novel policy 
forms, but gave it up finally to become 
vice-president of the Bankers’ Life In- 
surance Company. Efforts were also 
made by him to secure new capital. 
“About two months ago Mr. Lynn 
and the other stockholders sold out to 
a syndicate represented by A. L. Street, 
A. K. Hill, S. S. Williams and Ralph 
Grace. The old stockholders had pre- 
viously received a tentative offer from 
the Metropolitan Life Insurance Co. 
and the new management, after an ef- 
fort to do something with the concern, 
gave it up. 

“The experience of the Liberty Life, 





is considered a fair test of the effect of 
the amended laws upon a new com- 
pany. It is pointed out that the Com- 
pany was fatally handicapped from the 
first by lack of experienced life insur- 
ance talent. Furthermore it started 
with the minimum capital allowed by 
law and under such conditions the old, 
high pressure system would have 
driven it to the wall in competition 
with older and stronger companies. 

“Other younger companies, organized 
before 1905, have failed, it is said, be- 
cause of some defect in their organiza- 
tion or because of essential financial 
weakness.” 





CLEARING HOUSE IN CHICAGO. 





Resignation of W. B. Carlile Said to be 
Due to Change of Mutual 
Life. 





A Chicago special to the Journal of 
Commerce contains the following rela- 
tive to the resignation of William B. 
Carlile, manager in that city for the 
Mutual Life: 

“William B. Carlile has resigned as 
manager of the Chicago department of 
the Mutual Life of New York, taking ef- 
fect at once. Mr. Carlile will rest for a 
time and look after his private affairs, 
but expects to continue in the life in- 
surance business. It is understood that 
his action grows out of the intention of 
the Company to establish a clearing 
house in Chicago, and to divide the Chi- 
cago territory among several different 
managers, a policy with which Mr. 
Carlile was not in accord. Darby Day, 
supervisor of agents in the Central di- 
vision, will be in charge of the Chicago 
territory pending further arrangements. 
Mr. Carlile had been with the Mutual 
Life for twenty years and was one of 
its leading personal producers before 
becoming manager in Chicago twelve 
years ago. He has put through some of 
the biggest deals known in the life in- 
surance business.” 





KNIGHTS OF PYTHIAS AGAIN. 
Petitioner in Alabama Would Prevent 
Collection of Increased Rates— 
Asks for Receiver. 





Petitions for an injunction to prevent 
the increase of certain insurance rates 
and for the appointment of a receiver 
for the Supreme Lodge of the Knights 
of Pythias, a corporation, and G. M. 
Hanson and U. B. Hunt have been filed 
in the District Supreme Court by John 
H. Turpin, of Greensboro, Ala., and 
Joseph Williams, of this city, both 
members of the fourth class or the en- 
dowment rank of the Knights of 
Pythias. 

Justice Gould signed a rule, return- 
able March 3, to show cause why the 
order should not be enjoined from col- 
lecting the monthly assessments now 
levied against the petitioners. 

It is the contention of the petition- 
ers that an increase in the amount of 
their assessments destroys their rights 
under their contract with the order. 








Part I.—Agency Arguments. 
Insurance for Bachelors, Men of Means, 
btors and Creditors, Partners, Women 
and others, 
Objections to Life Insurance. 
How Much Insurance Should a Man Have. 
Insurance on Life of Another. 


Collective Insurance. 





Annuities. 


PRICE $1.00. 





AGENCY ARGUMENTS 


AND 


PRINCIPLES OF LIFE INSURANCE 


By HENRY MOIR 
Table of Contents Includes The Following: 


Valuable Work for General Agents and Solicitors. 


Address “THE EASTERN UNDERWRITER,”’ 105 William St., New York City 


Part II.—Principles of Life Insurance. 


Mortality Tables. 

Premiums for Various Forms. 

Cost and Selling Prices. 

Sub-standard Risks and Hazardous Occupa- 


tions. 
Methods of Treating Sub-standard Risks. 
Reserves and What They Stand For. 
Surrender —— 
Dividends (Bonuses) and Their Sources. 
upervision. 
Annual Statements. 


Somparisons. 
Definitions of Words. 
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Special Prices for Quantities. 


Our Stock Option Policy Sells Itself 


OUR MEN ARE ALL MAKING 
MONEY BECAUSE WE HAVE 


A SPECIAL PROPOSITION TO OFFER PRODUCERS 


WRITE FOR PARTICULARS 





Standard Mutual Life Insurance Company 
OF AMERICA 


Home Office, Commonwealth Bldg., Pittsburgh, Pa. 
















The Great Western Life Insurance Company 


of Kansas City, Missouri 
GEORGE STEVENSON, Jr., President JAMES CHAPELLE, Secretary and Treasurer 


Every Policy of This Company is Secured by the Full Legal Reserve 
Deposited With the Insurance Department of the State of Missouri 


Desirable general agencies for men with records as producers. Address the Company 








A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MOTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS 
is unsurpassed for net low cost and care of interests of 
all members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 








STATE MUTUAL OF GEORGIA 


the Largest Southern Non-Industrial Life Company 
FINANCIAL STATEMENT, JUNE 30, 1909 
Admitted Assets - - - - . $2,337,577.52 
Legal Reserve 2,068,581.97 
Net Surplus 204,657.85 


$40,000,000 INSURANCE IN FORCE 
STATE MUTUAL LIFE INSURANCE CO. 
Head Office: ROME, GEORGIA c.R. PORTER, President 








A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 








NOW ORCANIZINC 
THE CITIZENS LIFE INSURANCE COMPANY OF AMERICA 


Home Offices—Reading, Pa. 


THE READING FINANCE AND SECURITIES COMPANY, INC,, Fiscal Agents 
402-404 Colonial Trust Bidg., Keading, Penna.” 




















Personal and Family Insurance Combined 


No trouble to get a hearing with this policy. It’s 
something more than life insurance. Write for 
booklet and agency terms. Address 


ALEXANDER McKNIGHT, Vice President 


The Fidelity Mutual Life Insurance Company 
OF PHILADELPHIA 


L. G. FOUSE, President 
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knowledge that whatever he knew of 1860 51st Year 1911 


Missouri Legislator Desires Law Com- 
pelling Deposit of Reserves With 
State Treasurer. 





A bill has been introduced in the 
House of Representatives for Missouri 
which would require life insurance 
companies to deposit 75 per cent. of the 
reserves on policies issued to the citi- 
zens of that State with the State treas- 
urer. 

It is also stipulated that the securi- 
ties deposited must be government, 
State, or other approved bonds, and the 
time limit provided for compliance is 
two years. 





LOOKED LIKE REBATING. 





Over-Anxious Agent Loses Partnership 
Risk—John Hancock Got the 
Line. 





A $75,000 line of life insurance went 
to the John Hancock Mutual in Colum- 
bus, the ‘other day, that would have 
cone to another company’ if its agent 
had not have been too anxious. The 
result has caused considerable quiet 
amusement among life insurance men, 
and probably will serve as a warning. 
It was a partnership deal, and four 
agents were called in. The examination 
had to be made in the Isle of Pines, 
and, other things being equal, the com- 
pany which could arrange for this soon- 
est and easiest would get the line. One 
agent, after some negotiation, had it 
about within his grasp, but became 
over-anxious, and offered not only to 
guarantee the dividends, but to pay 
them in advance. The firm told him 
that looked too much like rebating. The 
agent assured him it was not, but the 
firm asked another agent what he 
thought of it. ‘He refused to commit 
himself, beyond saying he would not 
make such an offer, and advised them 
to consult their attorney. This they 
did, as the result of which they elim- 
inated the man who made the offer 
from the equation. 





THINGS TO REMEMBER. 





Cases heep coming up 

Careiessness continually, particularly 

in Writing in connection with ac- 

Applications. cident insurance, where 

the companies are held 
liable for large sums because of certain 
actions or omissions on the part of 
agents, which although they may be 
trifling in themselves, constitute the 
legal basis for large claims and mulct 
the companies when there is no actual 
liability under the terms of the policy. 
A enrious case came up recently which 
illustrates this point. 

A sub-agent of a general agency wrote 
an accident policy for a prospect with- 
out informing him what company the 
business would be placed with and pre- 
paring the application himself. The 
insured soon afterward suffered a se- 
rious injury and made.a large claim 
on the company. On investigation, it 
developed that the insured had from 
birth a serious physical defect knowl- 
edge of which would probably have 
caused the company to refuse to insure 
him. The accident company set up the 
defense that the insured had withheld 
important information in the application 
and he in turn claimed that the agent 
who wrote the insurance had knowledge 
of his condition by reason of an ac- 
quaintance of many years and that this 
knowledge on the part of the agent, 
constituted under the law knowledge 
of the facts on the part of the company. 

In reply to this the company further 
held that the man who secured the busi- 
ness was not its agent, but an employe 
or sub-agent of its general agent at 
that place. The court reasoned ais fol- 
lows: By the delivery of the policy to 
the swh-agent, to be by him delivered 
to the insured, the general agents of 
the company by that act, made the so- 
licitor their agent within the meaning 
of the law. Also, when they made him 


the physical defects of the insured they 
would also be charged with knowing. 
Not having made inquiry which would 
have revealed the sub-agent’s knowledge 
of the insured, they must be estopped 
from asserting that they did not know 
of the defects of which the sub-agent 
knew. Accordingly the sub-agents 
knowledge became their knowledge, 
and their knowledge under the statute 
became the knowledge of the defendant 
company. So, the deduction was made 
that the company had knowledge of 
the defects of the insured and it was 
held liable for the full amount of the 
claim. 

It can readily be seen that this whole 
ease, involving a large sum of money 
was based upon an oversight of a so- 
licitor and could have been avoided by 
an ordinary degree of care. Many 
agents seem to lose sight of the fact, 
that when they write an accident policy, 
they are executing a contract which 
binds the company for a large sum and 
every step should be taken with the 
utmost care to protect the company 
from having to assume any greater risk 
than is comprehended in application. 

= s i 
The widespread move- 
Opportunities ment for workmens’ 
In Liability compensation for injur- 
Insurance. ies, while a source of 
considerable anxiety for 
the liability companies in their efforts 
to adjust themselves to the new condi- 
tions, should be one of the greatest, if 
not the greatest opportunity that has 
ever appeared for the liability field 
man. The restrictive measures which 
have been introduced into the legisla- 
tures of manv of the States indicates 
the general trend of the movement and 
shows also that it will not be long be- 
fore all employers will be held liable 
for payment of compensation to injured 
employes regardless of the cause or cir- 
cumstances surrounding such accidents. 
The manufacturers and contractors see 
this clearly enough, as is indicated in 
the sentiments that prevail at gather- 
ings of manufacturers and the trades 
employers. 

The alarmists among employers are 
saying that the compensation laws will 
drive them out of business; that one 
big accident would bankrupt them. That 
many employers really believe this is 
beyond a doubt. It would be hard to 
imagine a better situation for writ- 
ing liability insurance. Employers feel 
that they are confronted by a crisis, 
their businesses representing a life’s 


work and perhaps large investments are | 


to be mulcted to secure the operation 
of an economic theory. The only safe- 
guard, the only solution, is liability in- 
surance. 

Two results, both very favorable to 
liability insurance, are sure to follow 
the general adoption of compensation 
legislation in the States. First, employ- 
ers will be compelled to carry much 
larger lines of liability insurance than 
they have done heretofore; then, it will 
also be necessary for the smallest con- 
tractor to secure indemnity against the 
operation of the law to his loss. The 
field appears to have expanded in all 
directions and invites the liability agent 
to arich harvest. The preliminary work 
now must consist largely in missionary 
work among employers explaining the 
operation of the compensation idea and 
how the situation is met by liability 
insurance containing the compensation 
feature. 





Left Small Estate. 


The will of the late Andrew C. Fields, 


who retired from life insurance at the 
time of the investigation, and who was 
supposed to be worth over a million 


dollars, shows that he left an estate of | 


but $14,000. 





Fire protection will now be afforded 
the borough of North Arlington, N. J., | 


a volunteer hose company having been 


formed and two hose wagons purchased, 


New York Superintendent Says He Has 
Placed No Value on Equitable 
Stock. 





A story was circulated on Monday to 
the effect that the New York Insurance 
Department had placed itself on record 
as being opposed to the payment of 
over $300 per share for the retirement 
of the stock of the Equitable Life As- 
surance Society in any plan of mutual- 
ization which may be put into effect. 
Under this plan the payment of $300,- 
000 would be the maximum allowed in 
settlement for the 1,000 shares, form- 
ing the capital of the Society. 





When asked to confirm the story, 
Mr. Hotchkiss denied it in the most} 
emphatic terms. He said: “I have not 
indicated or intimated anything as to 
price.” 





Starting Off Well. 





The Southern States Life of Atlanta, 
one of the high grade young companies 
of the South, started off the year 1911 | 
in fine shape. The production in appli- 
cations for January showed an increase | 
of 58% per cent. over the correspond- 
ing month of 1910. In volume of busi- 
ness issued the gain was 54 per cent., 
and in paid for insurance—the “milk in 
the cocoanut”—the increase was 61 per | 
cent. 

These results. we are informed, is 
not to be credited to insurance carried 
over from last year, but rather to in- 
creased efficiency of the agency staff. 





Withdraws From Mississippi. 





In reply to a letter sent to life insur- 
ance companies doing business in 
Mississippi, by Insurance Commission- 
er Henry, asking for a copy of their 
last examination, the State Mutual Life 
of Rome, Ga., which has* been licensed 
in Mississippi for six or eight years, re- 
plied that they would not make appli- 
cation for a renewal of their present 
license. The company has a good 
sized line of insurance in Mississippl. 





One of First Policyholders. 





Henry E. Horner, who died in his 


Home Life 
Insurance 
Company 


of New York 


GEORGE €. IDE, President 


gi kits obicaa asics $25,025,299.06 
Insurance reserve fund, 

ete. . ..$20, 937,739.93 
Reserv e . for deferred 

dividends. . . $2,292,947.00 
Reserve for ‘all other 

contingencies........ $1,794,612.i3 


Insurance in force, 
December, 31st, 1910 
$100,214,968.00 


“As a result of a thorough examination 
into the affairs of this Company, it is evident 
to your examiners that the business is being 
conducted in an efficient manner * * * with 
a view to obeying fully the law and with 
intention of dealing with the policy-holders 
justly.” —Extract from Report of the 
New York State Examiners, Dec. 24 
1910. 














85th year Sunday at his home in New- | 
ark, N. J., was one of the first policy- | 
holders of The Prudential, belonging to | 
what is known as The Prudential 
League, Section 178. 





BERKSHIRE 
LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


James W. Hull, President. 
W. D. Wyman, Vice Pres. and Treas, 
J. M. Lee, Actuary. 
Theo. L. Allen, Secretary. 
Robt. H. Davenport, Asst. Sec. 


This Company, with its more than fifty years 
of successful and ‘honorable practice, its solid 
financial condition, its fair and liberal poliéies, 
all subject to the Non-Forfeiture Law of Mas- 
sachusetts. commends itself both to policy- 
holder and agent. 


For circulars and rates address 
EASTERN MASSACHUSETTS AGENCY, 
79 Milk Street, Bosten, Mass. 


LEON F. FOSS, General Agent 
W. H. DYER, General Agent 








| RHODES & MORRISON, Gen’l Ag’ts for New York 


253 Broadway 








In delivered business.......... 
In dividends....... 
In surplus.... 


$20,081,726 to insurance in force. 





A FEW NUGGETS! 


Our 19J0 Statement is packed with GAINS. Here aresome of them: 


Amount paid for surrendered policies decreased... . 
Our agents delivered $32,773,071 of new business. 


Massachusetts Mutual Life Insurance Company 
SPRINGFIELD, MASS. 


INCORPORATED 1851 
GEORGE D. LANG, Superintendent of Agencies 


$2,566,763 
$201,951 
$101,077 
$120,360 
We added 
And 1911 has opened brilliantly. 














W. 8. MITCHELL, President 


$1,000,000 Paid-For Business In First Six Months 


IS THE SPLENDID RECORD OF THE 


Mississippi Valley Life Insurance Company 


OF LITTLE ROCK, ARKANSAS 


A. E. MOORE, Secretary 








If you are a live, energetic, responsible life insurance solicitor, and desire a district 
agency, address the Home Office, 

















il 
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HINTS TO BUSINESS GETTERS | 





If a man hides away a 


Not an few dollars in a secret 
Expense. drawer, or puts them in 
an iron safe, does he con- 

sider it an “expense?” If he deposits 


them in his savings bank, does he call 
it an expense? Why is it, then, that 
so many men look upon a life insurance 
premium as an expense, and cannot be 
induced to believe it is not? 

When a man spends money for any- 
hing, the money passes out of his 
ssession. In its place he has the 
rticle which he has bought. This is 
»t the case with a life insurance pre- 
mium, 

He deposits the money and it is kept 
for him a while, and later it is given 
back again, and usually with more added 

» it. It never passes out of his posses- 
sion, nor is he given anything in ex- 
change for it. It is his money just as 
if it were in his secret drawer. 
To be sure, the company places a re- 
striction, for a time, on his using it, 
but in return, considering the value of 
the insurance, pays him well. 

Let us teach the people to give up 
the idea that insurance is an expense, 
and get them to view it in its true light. 

Union Life Gazette. 

” * + 


What proportion of his 


How income should a man de 
Much vote to the purchase of 
Insurance? life insurance to support 


his family after his death? 
The British Government encourages 
life insurance by exempting from the 
income tax all life insurance premiums 
up to one-sixth of a man’s income. In 
an address to a woman’s suffrage or- 
ganization a London magistrate, speak- 
ing of the economic dependence of 
women, urged that no contract of mar- 
riage should be entered into unless the 
man set aside one-fifth of his earnings 
for the woman. Several writers have 
arrived at the conclusion that one- 
sixth of a man’s income is a fair pro- 
portion to devote to life insurance. It 
would be well, therefore, if life insur- 
ance men generally would adopt the 
proposition that every man of family 
should devote one-sixth of his income 
to life insurance and educate the pub- 
lic to this idea. The average man, if 
asked the question, would be at sea. 
He would simply guess. If, however, 
the idea of a sixth can be established 
in the public mind as a principle, then, 
and not till then, will the ideal of com- 
plete insurance for every family be pos- 
sible of accomplishment. 

The proposition that one-sixth of a 
man’s income should go for life insur- 
ance represents a fair average. The 
minimum may be illustrated by the law 
of New York fixing the value of a 
workman’s life at 1,200 times his daily 
wage. At a medium age this is equiv- 
alent to about one-twelfth of the in- 
come.—Field Notes, published by the 
Northwestern Mutual Life. 

a a * 


Writing on the question: 

Insurance “Why cannot the Royal 

for Arcanum lend to its mem- 

Nothing? bers a part of their as- 

sessments on the securi- 
ty of their certificates the same as a 
level premium insurance company can 
make loans to its policyholders on 
their policies?” the Insurance Observ- 
er, under the above caption, says: 

A wrong assumption is involved in 
the inquiry. Level premium insurance 
companies do not lend on their policies; 
they lend only on the reserves or other 
accumulations standing to the credit of 
the individual policies. After a certain 
time almost every level premium com- 
pany will lend every dollar of the re- 
serve on the policy, but not a penny 


more. The Royal Arcanum has no re- 
serve, it has loaned it all to its mem- 
bers, and when it undertakes to lend 


one-half of the current assessments to 
members 65 years and over, it is mak- 
ing an additional loan without any se- 
curity whatever. 

It may be denied that the Royal Ar- 


canum has no reserve because it has 
about $6,500,000 assets in excess of its | 
liabilities. Of course that is not what | 
is known as reserve at all, being a | 
mere balance, no part of which belongs | 
to any individual member. But were | 
it in fact a reserve it is equal to only | 
about $13 per $1,000 of the $490,000,000 | 
total insurance in force, not a dollar | 
of which has been contributed by the | 
old members. 

The Royal Arcanum, however, is | 
lending (?) to its members who have | 
reached 65 years of age, one-half of | 
their annual assessment of $64.32—or | 
$32.16—per $1,000, which is nearly $23 | 
more than the average net assets per | 
$1,000, it actually holds. 

That the level premium companies | 
are not doing any such foolhardy thing | 
needs no elucidation. They would! 
simply be inviting bankruptcy if i 
did. 

But it will be contended that it is | 
immaterial whether the Royal Arcanum 
collects in cash the full assessment or | 
receives the one-half cash and the other 
half in a reduction in the claim paid. 
The fallacy of this theory is obvious | 
when the argument is carried to its| 
legitimate conclusion. 
ment and loan on the certificate are | 
the exact equivalent, the Royal Arca- | 


If a cash assess- 


num need collect no assessments at all. | 


It has only to start the member with | 


a certificate for $1,000, cnanging it with | 


the first year’s assessments and each 
year thereafter reducing the amount of | 
the certificate by another year’s assess- 
ments. No member would have to pay 
anything and every member who died 


would get his $1,000 less assessments 


for the years he lived. 


Any fraternal order which could per- | 
form this stunt would soon have the| 


whole life insurance field to itself. 
it can not be done. 


But | 


+ * * 
Sometimes a man can 
Insurable be won if he is shown | 
Value. his personal value to his | 


family in terms of dol- 
lars and cents. 

“I was interviewing a bright young 
business man who had made good from 
the start,” says one agent, illustrating 
this point. 


“He had a prosperous business of his | 
own, built up gradually from a small | 


capital, to a point which gave him a 
good rating in Bradstreet’s. But he 
couldn’t see the advantage of 
ance, 

“*There’s no use, Smith,’ 


insur- | 


he protest- 


ed, ‘I’ve simply got to put my money | 


where it will bring a decent return.’ 


“I can give you 4 per cent. and pro- | 


tection, I replied. 


“‘Four per cent.,’ he said, sarcasti- | 


cally, ‘why, I can get 10 per cent. for 
every dollar I’ve got.’ 

“In his case this was actually true. 
His business, directed by his personal 
efforts, yielded him over 10 per cent. 
on all the money he had tied up or 
would invest in the future. But seeing 
my opening, I asked: 

“What interest can an ordinary mor- 
tal with no earning powers get on his 


money? ‘Four per cent.’ 
“You get 10, don’t you? The differ- 
ence between 10 per cent. and 4 per 


cent. is 6 per cent. That represents 
the actual value of your personal ser- 
vice and ability in making money, 
doesn’t it? ‘Yes.’ 

“Then what have you to guarantee 
the perpetuation of that ability to earn 

per cent. more than your heirs 
could? Nothing. A policy will do it. 
And I sold him a $20,000 ordinary 
life.” —System. 





Branching Out. 





The Mid-Continent Life of Muscogee, 
Oklahoma, has applied to the Insurance 
Department for blanks on which to 
qualify for business in Mississippi, the 
Company contemplating branching out 
into several States during the present 





year. 








ANNUAL STATEMENT 


UNITED STATES ANNUITY 
& LIFE INSURANCE COMPANY 


OF CHICAGO, ILLINOIS 


December 31st, 1910 


OFFICERS 
HENRY A. SALZER - - - - 
CLAIR E. MORE - - - - Vice-President 
WILLIAM T. SMITH’ - Secretary and Treasurer 
LUCIUS McADAM - - - - - Actuary 
JAMES H. STOWELL, M. D. - Medical Director 
BULKLEY, GRAY & MORE - General Counsel 


Organized under the Compulsory Deposit Law of Illinois 
ASS ETS 
Mortgage Loans on Real Estate. 


Bonds and Stocks Owned (market value)....... 
Cash in Office and in Banks... eae 























































































President 





24 301 Bd 


Accrued Interest. ; Byer 61 
Net deferred Premiums (Reserve charged in Liabilities) 24,042.06 / 
Premium Notes and Loans on Policies Secured by Reserve 11,244.80 

I IS nn ncn n6neeteSiins 6a" hb de beeka steers $621, 773.60 
Assets not admitted tech ONnpen geseusencnmaet® : $25,157.43 


LIABILITIES 


Reserve on Policies. 

Death Claims, due and unpaid. ‘ 
Death Claims, proofs incomplete..... 
Bills Outstanding and Taxes Accured. 
Dividends Apportioned to Policyh« iders.. 
Surplus to Policy Holders.. 





36 821,7 773.60 


Gaim im Income... ....2.200....ccccees $57,752.43 
cad Siete ae ee See Kew eeee 125,515.49 
Gain in Insurance in force 1,341,560.00 } 











THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 


MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 


FINANCIAL STATEMENT 





CHICAGOS | 
GREATEST | 
COMPANY 


OLDEST 
IN 


CHICAGO 


Assets Jan. 1,1911 .... $54,422,643.60 
Liabilities............... 50,108,449.79 
Ere 4,314,193.81 LA a G E ST an 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, Genera! Agcent 
200 Fifth Avenue, New York 


cues ) 
BROADW. 


IN ) 
ILLINOIS 


WANTS GOOD MEN 
AND 
AS oe a 














1 We have made other INSURANCE 
1 MEN SUCCESSFUL---by our 


“100% EFFICIENCY SYSTEM” 


WHY NOT YOU 





RECHT’S BROADWAY AGENCY 


320 Broadway, New York City 
Telephone 88 Worth 







Atri llenn Mean thar than hen than the teh heehee 


TRIENNIAL EXAMINATION. 
Massachusetts Department Has Words 
of Praise for New Eng!and 
Mutual Life. 

Much to commend and nothing to 
criticize, is the decision of H. L. Pea- 
body; examiner for the Massachusetts 
Insurance Department, who has com- 
pleted the regular triennial examina- 
tion of the New England Mutual Life 
and filed his report with Commissioner 
Hardison. He found the company’s 
finances to be as reported, and had 
much to say in appreciation of the 
manner in which the business is 

handled. 

Of the accounting system, the exam- 
iner says: 

“Since the last examination the com- 
pany has installed a new and improved 
system of accounting, which is clear, 
comprehensive, labor-saving and well 
adapted to meet the needs of the busi- 


ness. It also lends itself readily to 
verification from an examiner’s stand- 
point. An auditing department has 


also been established and has already 
proved its value, not only as a means 
of accurately keeping a check on the 
accounting department as to items of 
income and disbursement, but also of 
collecting and tabulating information of 
a statistical nature valuable to the offi- 
cials intrusted with the management of 
the company’s affairs.” 
Treatment of Policyholders. 

“In addition to the matters treated in 
the foregoing paragraphs, considerable 
attention has been given to that branch 
of the company’s business in charge of 
the actuarial department. In the ap- 
portionment of dividends, methods of 
changing policies, the manner of re- 
porting issues and terminations to the 
insurance department, and other mat- 
ters which were investigated, the con- 
clusion that the actuarial department 
is fairly and efficiently conducted seems 
justified. * * * 

“The close of the year 1910 shows 
substantial gains in assets, in surplus, 
in dividends apportioned and in insur- 


ance in force. The company’s affairs 
are conducted by able and efficient 
officers, the policyholders and benefi- 


ciaries fairly and equitably treated and 
their interests carefully conserved.” 





Dividends First Year. 





The Hartford Life announces that 
hereafter annual dividend policies will 
be entitled to a dividend upon the pay- 
ment of the second annual premium. 

The annuai statement of the Compa- 
ny as of January 1 showed assets $5,- 
002,429; net reserve, $2,289,359; safety 
fund, $1,086,966; special reserves, de- 
ferred dividends and mortuary funds, 
$409,605; surplus policyholders, 
$983,330. 

During the year 1910 the legal re- 
serve business was increased to the ex- 
tent of $2,000,000, and the premium in- 
come over $40,000. The “loans on first 
mortgage” showed a gain of over $300,- 
000, the total now being in excess of 
$2,000,000. 


to 





Bankers of lowa. 





The annual statement of the Bankers 
Life Association of Des Moines shows 
admitted assets of $15,386,006 and an 
outstanding insurance in force of $461,- 
148,000. 

The guarantee fund of the association, 
less $1,860,439 in notes not yet due, is 
$6,297,229; reserve fund and accrued in- 
terest $7,708,096; mortuary and contin- 
gent fund $1,046,923, making a total for 
the three items of $15,052,258. 

Other items in the associations an- 
nual statement are as follows: 

Securities deposited with Iowa Insur- 
ance department, $14,145,362; income 
saved in 1910, $1,768,012; death losses 
paid during the year, $3,212,738; total 
paid to beneficiaries since organization, 
$23,990,727; death rate per thousand in 


1910, 7.57; cost of insurance per thous- 
and at age 35 in 1910, $9.10; increase in 
guarantee fund, $734,481; increase in re- 
serve fund, $953,484; increase in insur- 
ance in force during the year, $41,158,- 
000. 
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CASUALTY AND 
SURETY HAPPENINGS 





ANTAGONIZED BY HOTCHKISS 


TAKES VERY ARBITRARY STAND. 
New York and Mass. Departments Re- 
fuse to Sanction Beneficiary and 
Accumulative Features. 








Contending that beneficiary insur- 
ance sold in conjunction with personal 
accident policies was illegal, Superin- 
tendent Hotchkiss of the New York, 
and Commissioner Hardison, of the 
Massachusetts Insurance departments, 
have forbidden the further granting of 
such indemnity within their respective 
States. The commissioners moreover 
have tabooed the accumulative feature 
in personal accident policies, on the 
ground that, forming a continuing agree- 
ment, the assured has a vested interest 
in the contract and that the policy 
may not be cancelled by the company. 
“Either eliminate the accumulative fea- 
ture,” assert the commissioners, “or 
wipe out the cancellation clause.” 

The ultimate effect of the stand thus 
arbitrarily taken by Messrs. Hotchkiss 
and Hardison, at a conference had with 
the managers of a number of the lead- 
ing casualty insurance companies in 
New York city on Friday last, may be 
the abandonment by the companies of 
many special and much appreciated 
features now granted the assured, and 


the adoption of a uniform accident 
contract. 
Superintendent Hotchkiss, not only 


refused to permit the continued use of 
the beneficiary and accumulative fea- 
tures, but he withdrew his approval of 


all personal accident forms, hitherto 
given. 
To consider this unlooked for and 


most embarrassing stand taken by the 
superintendent, a gathering of casualty 
company executives will be held here 
on Friday (24th), when the suggestion | 
that not only the accumulative and ben- 
eficiary features be deleted from the | 
policy, but that hospital, quarantine and 
the numerous other concessions grant- 
ed by the 20th century contract be abol- 
ished, as well, will be revrewed. 

While it would be a matter of pro- | 
found regret if the casualty men should 
take the radical stand they now talk 
of adopting, we can sympathize with 
them in their feeling of bitter hostility 
to the State commissioners, who by ar- 
bitrary action have seriously hampered 
the workings of the casualty business, 
and have reduced the attractiveness of 
the accident policy to the assured, with- 
out securing to him any offsetting ad- 
vantages. 





CONTINUED PROGRESS. 





London Guarantee & Accident Again | 
Adds to Assets, Reserves and Net | 
Surplus Accounts. | 
| 
Evidence of continued progress is| 
shown in a very positive manner in the 
18th annual statement of the United 
States branch of the London Guarantee 
& Accident Company of England, which 
appears in full elsewhere in these 
pages. 

At the beginning of 1911 the assets of 
the corporation amounted to $3,106,964; 
with general liabilities of $2,282,774 and 
a policyholders surplus of $824,190. 

Compared with the returns of the pre- 
ceding year these figures show gains of 
$455,019, $259,138, and $195,882 respec- 
tively. 

The premium income for 1910 was; 
$2,850,500, compared with $2,100,949, had | 
in 1909, while last years total income | 
was $3,115,012. | 
In 1910 the Company paid $1,357,971 | 
for losses, and $1,087,032 for expenses. | 
The management of the London Guar-| 
antee has ever been careful to safeguard | 
its reserves, and this year these items) 
have been substantially added to, every | 
provision being made to buttress the 
corporation against the unexpected. 
For the safety of its policyholders the 








institution has on deposit with various 
State insurance departments and with 
its United States trustees, $2,552,085. 

F. W. Lawson, general manager of 
the London Guarantee in this country, 
has proven himself a right worthy suc- 
cessor to Captain A. W. Masters, his 
late lamented chief. 





Liability Bill for Maryland. 





Maryland is to consider an employers 
liability bill, for the preparation of 
which Governor Crothers has appointed 
the following: State Senator Omar D. 


THE 





Crothers, Messrs. Randolph Barton, Jr., | 
Edward M. Hammond, John L. V. Mur- | 


(Continued on page 18.) 








THE ACENCY 


OF THE 


RELIANCE LIFE 


IS PAYING FOR OVER 
ONE MILLION PER MONTH 
— Orfr—_ 

Properly written and carefully selected 
business. No stock selling, board or re- 
insurance schemes. No contracts made by 
correspondence. A personal interview can 


be arranged for in most any state by 
addressing 


RELIANCE LIFE INSURANCE CO. 
PITTSBURGH, PENN’A. 





“UNEXCELLED IN 
Favorable Mortality 


—AND— 
Economy of Management 





Provident Life 


AND Trust Company 


OF PHILADELPHIA 


Rates of Premium Extremely Low 


and still further reduced by 
Annual Dividends 








MICHIGAN 
STATE LIFE 


DETROIT 
FREDERIC APPS, President 
Wants a 


STATE MANAGER 
FOR MISSOURI 


Splendid Opportunity for 
Right Man 
Address: 


Howard C. Wade 
Sup’t of Agents 

















Company. 
in many fields. 


WILLIAM T. SMITH, Secretary 


WANTED 
INSURANCE SALESMEN, THE MONEY-MAKING KIND 


Our policy contracts contain features unequalled by any other 
They are real “sellers.” 


UNITED STATES ANNUITY AND LIFE INSURANCE CO. 
1307 McCORMICK BLDG., CHICAGO, ILL. 


Openings of every kind 











JAS. A. STEPHENSON, President 


Southland Life Insurance Co. 


DALLAS, TEXAS 


SECOND STATEMENT TWENTY MONTHS BUSINESS CLOSING DECEMBER 31, 1910 
Admitted Assets, $589,728.96 ; Liabilities: Capital, $293,390.00; Other Items, 
$195,220.92; Net Surplus, $101,098.04; Surplus to Policyholders January 1st, 
1911, $394,488.04; Insurance in Force January Ist, 1911, $8,702,865.00. 
We wrote and paid for $6,792,550 during 1910 which was Two and One-Half 
Million in excess of the amount written by any other local or foreign 
Company doing business in Texas, 


W. A. CALLAWAY, Secretary 








WE KNOW 
IT’S WHAT YOU WANT 


OUR MEN 


GET BUSINESS 


Because our Policies 
are put up right and 
appeal to prospects 


WRITE TO 


HARTFORD LIFE 


HARTFORD, CONN. 














Open Territory. 





From time to time this Com- 
pany has exceptionally fine 
openings in the best cities and 
States in the Union for large 
and small territories. It invites 
inquiries from men of ability 
and character. It pays to have 
an agency with the Great An- 
nual Dividend Company. 


The Union Central Life 


Of Cincinnati 
Address: 


ALLAN WATERS 
Sup’t. of Agents. 


J. R. CLARK, 
President. 
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PRUDENTIAL OLD GUARD. 





vice-President Dryden Pays It a Tribute 
—Pledges Support to Ordinary 
Men. 





In his address before the Prudential 
$100,000 League in annual session at St. 
Augustine, recently, Col. Forrest F. 
Dryden, vice-president of The Pruden 
tial, said in part: 

“There is an association among Pru- 
dential men, in which rank or title plays 
no part, bound together by the ties of 
years of honorable and faithful service. 
In its ranks are found home office and 
field men, directors and agents, officers, 
managers, superintendents, agency or- 
ganizers, assistant superintendents and 
medical examiners. Every grade is rep- 
resented. In this association, the Pru- 
dential Old Guard, of which we are so 
proud, are to be found, standing should- 
er to shoulder, the great industrial and 
ordinary producers of the Prudential. 
i. know that the industrial man is a 
friend of the members of The $100,000 
League, ‘because you have done some 
big things for his company, and you are 
his friends, because he has done big 
things for your company. Gentlemen, 
I want you to know the industrial men 
better. I want you to know them as I 
know them, loyal and true and hard 
working, carrying the message of The 
Prudential into millions of homes of 
this country and Canada. 

“During 1910 the industrial field force 
paid for more than 422 millions of in- 
dustrial and ordinary business. 

“There has been no happier period 
of my life, there has been no associa- 
tion of which I am more proud than 
my connection with that greatest and 
strongest of underwriting organizations, 
the Prudential industrial field staff. 

“And now that the board of directors 
have seen fit to broaden my duties and 
increase my responsibilities by giving 
me, in addition to the industrial 
branch, charge of the ordinary branch 
of our company, I pledge you, as the 
representatives of the ordinary branch 
of The Prudential, the best that is in 
me of help and loyalty, and ask in 
return your friendship and co-operation 
in the future upbuilding of our com- 
pany, whose interests and welfare and 
future are so near and dear to the 
heart of each and all of us.” 





FORESIGHT IN CANVASSING. 





No worthy achievement in our busi- 
ness has ever been accomplished, or any 
permanent sucess attained, without first 
giving the subject serious thought and 
figuring out a systematic and practical 
way to handle the point at issue. 

All depends upon your intelligent ex- 
pansion and your ability to penetrate 
the future. A living example, with 
which we are all familiar, is the up- 
building of the great Prudential, which 
we have the honor to represent. Was 
it not the foresight of our honored presi- 
dent, Mr. John F. Dryden, who first con- 
ceived it and put it into execution; who 
helped it to grow from infancy to the 
mighty power it is to-day? So let us 
apply the principle of this same kind 
of foresight to our daily work, and de- 
vote a part of our spare moments espe- 
cially in considering the future, sys- 
tematizing and planning our work and 
then conscientiously and honestly direct- 
ing our efforts toward a difinite aim. 

Plans of procedure for his staff must 
be thought out by the assistant in order 
to receive full and ample refurns from 
the assistancy straight canvass. One or 
two days each week should be set aside 
for this purpose and 

No deviation should be made after 
mapping out the plan. 

The assistant and his staff should 
begin the canvass simultaneously and 
at a reasonable hour in the morning. 
The assistant should alternate in giving 
assistance to his agents, and at the close 
of the day all should meet and compare 


- list of available candidates ready who 


notes. Such a system will guarantee 
a large number of live Ordinary and 
Industrial prospects which, closely fol- 
lowed up by day and night calls, wi 
produce the business.- Results do not 
depend upon extent of territory but 
rather on the thoroughness of the can- 
vass., 

The value of foresight is measured by 
actual results; hence, it is essential that 
a systematic plan be inaugurated in ad- 
vance if we expect to obtain and main- 
tain one hundred per cent. of collections. 
As g00d collections, advance payments 
and low arrears work in harmony. it 
is necessary to reduce and keep the ar- 
rears at a minimum, as well as to insist 
upon advance payments, if we are 
to guarantee the Company’s collection 
standard. 

The permanent success of the district 
depends upon the character and ability 
of the agents. Therefore it is necessary 
that good judgement be exercised by 
the assistant and superintendent in can- 
vassing for men and in having a select 


will measure up to the Company’s stand- 
ard that they may be promptly intro- 
duced when vacancies occur, thereby 
saving valuable time and loss of busi- 
ness. 

Concentrated thought cultivates the 
power of foresight, and this, followed 
by constructive action, will enable us 
all now that we are in the new year 
to be prepared to promote the mutual 
interests of the Company and ourselves. 
E. H. Amelung, in the Prudential Record. 





NATIONAL HEALTH BUREAU. 





Metropolitan Seeks Opinions from 
5,000,000 Policyholders—Replies 
Go to Congressmen. 





Members of the Committee of One 
Hundred on National Health have con- 
tributed articles favoring the establish- 
ment of a National Health Department 
to “The Metropolitan,” of which The 
Metropolitan Life is distributing about 
5,000,000 copies to its policyholders. 
The Company is asking each one of 
this great army who favors a National 
Health Department to sign the coupon 
printed on Page 7 and send it to his 
representative in Congress. The arti- 
ticles referred to are an Important con- 
tribution to the literature on Public 
Health. 





Highly Recommended. 





The American National Life of Lynch- 
burg, Va., has secured as resident act- 
uary, Angus D. MacPhail, of Scotland, 
but who for the past two years has 
been in New York, connected with the 
Provident Savings Life. Mr. MacPhail 
is a graduate of a college in Edin- 
burgh; successfully passed the exam- 
inations of the Faculty of Actuaries of 
Scotland, and is an Associate of the 
Actuarial Society of America. He goes 
to the American National highly recom- 
mended by Arthur Hunter, actuary of 
the New York Life, and Henry Moir, 
Associate Actuary of the Home Life of 
New York. 





Touring Agencies. 











METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 





Metropolitan Life 


[nsuvance Company 


(Incorporated by the State of New York) 
(Stock Company) 


~ Of the People 


| The Company By the People 


——For the People 


The Daily Average of the Company’s 
Business during 1910 was: 
507 per day in Number of Claims Paid. 


6,163 per day in Number of Policies 
Issued and Revived 

$1,428, 738,00 per day in New Insurance 
Issued and Revived. 


$212,733.23 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$121,717.71 per day in Increase of 
Assets 


JOHN R. HEGEMAN, President 











T. WM. PEMBERTON, Ist Vice-President 


guaranteed, 
Assets December 31, 1910.... .....-.eceeseeeeeees 
Liabilities December 31, 1910,....... 


E, D. HARRIS, 
ORGANIZED 1871 


LIFE INSURANCE COMPANY 


OF VIRGINIA 
Home Office, Richmond, Virginia 
THE OLDEST Southern Life Insurance Company : 
THE LARGEST AND STRONGEST Southern Life Insurance Company: 
THE PIONEER Southern Industrial Life Insurance Company : 


Its Policies are clear and definite in their provisions, and their values are absolutely 


Insurance in Force December 31, 1910..... ceeds bOsORedpeesedereseus 
Total Payments to Policyholders since Organization.. int scene semaedeneeéonee 


J. G. WALKER. President 


W. L. T. ROGERSON, 2nd Vice-President 
Secretary 


$6,338,576.82 

5,106, 996.02 
72,440,374.00 
10,786,598 97 











INDUSTRIAL 


INSURANCE 








H. POLLMAN EVANS, President 


CUR NEW SALARY AND COMMISSION CONTRACT 


For Agents, offers a splendid opportunity for a few additional men 
who are steady, energetic, and used to earning a substantial living. 


THE UNION LIFE ASSURANCE COMPANY 


Head Office, TORONTO 





Offices in 34 Districts between Halifax and Vancouver. 
The only Company from which may be obtained the SAVINGS BANK 
POLICY, the most l'beral Industrial Policy 














President W. A. Taylor, of the Amer. | 
ican National Life of Lynchburg, Va., | 
accompanied by executive special Bev- | 
erley R. Harrison, has been touring | 
South Carolina and Georgia for two | 


weeks in the interest of the agency de. 
partment. 


in that 
longer, 


territory for several weeks 


drilling the agents 





John L. Callaway of Knoxville has) 
severed his connection with the firm of | 


Cureton, Kennedy & Callaway, and will 


hereafter be in charge of the Insurance | 


department of the Knoxville Bank & 
Trust Company. 


ROME INSURANCE COMPANY 
ROME, 


J. C. PORTER, Vice-Pres. an and Manager 


GA. 


INDUSTRIAL . AGENTS WANTED IN 
GEORGIA AND ALABAMA 











Mr. Taylor returned to Vir. | 
ginia on the 12th, leaving Mr. Harrison | 
in Savannah. Mr. Harrison will remain | 


recently | 


materially in securing business. 





WE WANT HUSTLERS IN PENNSYLVANIA AND DELAWARE 


Have exeelient proposition to offer men of ability in these states. 
Leads furnished to our representatives from Home Office, aiding 


DISTRICT MANACERS WANTED 


Send for our Guaranteed Dividend Coupon Policy and 
our terms to agents. 


READING MUTUAL LIFE INS. CO. 


COLONIAL TRUST ELDG. 


READING, PA. 











Mi 
i 
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THE EASTERN 
UNDERWRITER 





This newspaper is owned and pub- 
lished every Thursday by The Eastern 
Underwriter Company, a New York 
corporation, office and place of business 
105 William Street, New York City. 
B. F. Hadley, President; G. A. 
Watson, Secretary and Treasurer. 
The address of the officers is the office 
of this newspaper. Telephone 2497 
John. 

Subscription Price $3.00 a year. 
Single copies, 15 cents. 

Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at 
New York, N. Y.,; under the act of 
Congress of March 3, 1879. 


FAVOR REBATING? 





A reader of The Eastern Underwriter 
at Syracuse writes us under date of 
February 20, relative to an “editorial 
starting on page 1” in our issue of Feb- 
ruary 9. He says: 

In the writer’s opinion, Assemblyman 
Murray gets a little off from his base 
occasionally, but what I desire to know 
is—is it the opinion of your publication 
to advocate rebating? 

Is not a broker or insurance agent 
entitled to his commissions? Is it not 
his bread and butter? If your agent 
or representative was te visit my office 
soliciting a subscription to your period- 
ical, would you approve or think it was 
right on my part to ask him to divide 
his commissions with me, or, if he is 
working on a salary and expenses, 
would you think it right for me to ask 
him to favor me with a certain percent- 
age of his salary and expenses, simply 
because I favored him with a subscrip- 
tion? 

What I want to know is, are the sen- 
timents expressed on the first page of 
your edition of February 9, the senti- 
ments of The Eastern Underwriter? 

The editorial matter appearing in The 
Eastern Underwriter is usually on page 
10 or 12. The article to which our in- 
quirer refers was a “news story” from 


- Albany and almost in its entirety was a 


quotation of the statements of Assem- 
blyman Murray. We printed it as a 
matter of news. 

Do we advocate rebating? We should 
gay not! The agent who finds it neces- 
sary to give away his commission, in 
order to secure business, is a weakling. 
He is not a salesman, and is unworthy 
of the name. Insurance is worth the 
price asked for it. Competition acts as 
a regulation of the price, and there is 
no branch of business where more ster- 
ling value is given for the money in- 
vested, 

Has the agent a right to give away 
his commission? Not by any means; 
that is, if he gives away his stipend in 
order to secure the business. The 
agent has not earned his commission 
until he has secured the business and 
obtained the premium thereon, so that 
in giving away a stipulated portion of 
the premium he deliberately reduces the 
cost of the goods he has been author- 
ized to sell. 

Now, as regards our “agent or repre- 
sentative” in soliciting subscriptions, if 
we had one who could not get the name 


A GREAT INSURANCE CITY 


HARTFORD STANDS FOR STRENGTH 








Co-operation Not Annihilation the Basis 
of Competition—Community of 
Insurance Interests. 





Every insurance man who visits 
Hartford, Conn. comes away with the 
impression that the business atmos- 
phere of that city is different from any 
other that he has ever seen. Cities 
are proverbially much alike the world 
over, but Hartford is different, with a 
difference that is hard to define and 
has been attributed to many things. It 
has often been said that Hartford is 
essentially a home town and that the 
people carry the social atmosphere into 
their business. The same might be 
said of many other towns which lack 
the particular element that makes 
Hartford different. 


Boost, Not Knock. 


An insurance man who recently re- 
turned from a trip to Hartford has 
brought back what comes nearer to an 
explanation of the difference than any- 
thing that has so far appeared. “I had 
an unusual experience to-day,” he said, 
“I talked with half a dozen insurance 
company executives, all of whom were 
competitors, and not one of them ‘roast- 
ed’ another.” Anyone whose business 
takes him much among competing com- 
panies in any line of insurance will 
recognize this as a compliment, but it 
becomes even more forcible when the 





on the dotted line without giving away 
part of his commission, we would 
“fire” him very quickly, considering him 
a demoralizer rather than a builder. 





FEATURE CONSTITUTIONAL, 





Governor Wilson, of New Jersey, took 
sharp issue with the spokesman of a 
delegation of prominent builders of the 
State, who protested against the enact- 
ment of certain features of the liability 
bill of the Legislative Commission, 
holding them to be unconstitutional. 

Counsel argued that the bill would 
take away the right of trial by jury and 
hence was in conflict with the constitu- 
tion. 

Governor Wilson said he did not. ad- 
mit the soundness of this reasoning. 
He remarked that to accept the view 
would be equivalent to saying that the 
Legislature could not change the 
method of trial by jury. All that the 
commission act sought to do, he said, 
was to substitute a form of contract of 
employment which was to obtain in the 
absence of notice being given to the 
contract. 


The existence of such a contract, the 
Governor said, was to be presumed 
under the act, but he could not agree 
that this was an abrogation of any con- 
stitutional guarantee to trial by jury. 





NOT FATIGUED. 





The editor of Field Notes, published 
by the Northwestern Mutual Life, calls 
attention to # change in type from 
eight-point to that of ten-point “in the 
hope that the fatigues of its readers 
will be lightened.” 

We are willing to bet a “New England 
dinner” that few, if any, have experi- 
enced fatigue in reading the publication 
referred to, easily one of the best is- 
sued by a life insurance company. 


conditions are taken into consideration. 
For a knifing, blood-letting style of 
competition, the smal] city usually pro- 
duces the liveliest examples, but Hart- 
ford has never yet been embroiled, and 
has even refused to echo the fierce 
fights that often overtake the business 
in other parts of the country. 


Strength Away From Home. 

The best test of Hartford is obtained, 
not in its own vicinity nor State, but 
in any remote hamlet in the country. 
This name attached to an insurance 
company stands for a definite thing; it 
means strength, permanance and re- 
liability to millions of persons who pay 
insurance premiums. Hartford has no 
monopoly of the strong companies; then 
wherefore the reputation? 

Capitalize the Name. 

Connecticut’s capitol is first and fore- 
most an insurance city. In a business 
that is marked by great competition, 
the group of underwriters in all lines 
up there have cultivated a community 
of interest that deserves to be an ob- 
ject lesson to the rest of the country. 
Instead of deriding competition, the in- 
surance interests there have set a high 
standard and have capitalized the fact 
that anything insurancewise that comes 
out of Hartford has a prestige in the 
name. They all stand together and 
instead of slinging mud, they are jealous 
of their good reputation abroad. 

When Ready Cash Was Needed. 

A most conspicuous instance of this 
was shown at the time of the San Fran- 
cisco conflagration. When the extent of 
the insurance loss began to be realized 
and some of the fire companies were 
tottering, there was a meeting of the 
leading underwriters in all lines of in- 
surance at Hartford and word went 
forth that no fire insurance company 
domiciled in the city of Hartford 
should be allowed to fail or become 
embarrassed in meeting its obligations 
promptly. It meant nothing to the life 
or casualty companies if the fire com- 
panies were in a tight piace, but the:> 
was the local pride and prestige, a moral 
element which is a new influence in 
American business methods. 

Social, Literary and Other Clubs. 

dual Ldls atmosphere Of Co-operauou 
alu interdependence lg Ot artilicial and 
smudiiulactured lor lis commercial value 
vi ivr purposes Ol aggression, is evident 
woeh One gets a gillmpse Of the close 
resations existing among all the d+- 
partments of the different companies. 
there are insurance clubs, social, liter- 
ary and sporting, made up of the per- 
sonnel of the companies. One instance 
alone will show how closely the branch- 
es of the business are thrown together. 
The other day a lawn tennis league was 
formed among the insurance companies 
and some of the names mentioned of 
those co-operating are known from one 
end of the country to the other. There 
is no form of pleasure or sport that 
has not played a part in cementing the 
insurance interests of the city. 

“In Unity is Strength.” 

It is accordingly a safe and justifiable 
assumption that Hartford’s reputation 
as the home of great and strong insur- 
ance institutions is due in no small 
degree to the close association of inter- 
ests that permeates the whole business. 
The companies there have gained 
strength by standing together and they 
have been able to perfect many phases 
of their business because they have been 
relieved from the necessity of planning 
to “put one over” on the other fellow. 


M. M. Townshend Resigns. 

M. M. Townshend has resigned as 
agency superintendent for the Title 
Guaranty and Surety Company, of 
Seranton, Pa. 





W. M. Tomlins, Jr., president of the 
Empire State Surety Company, of New 
York, is home again after completing a 
swing through the Middle West. 





|OF PERSONAL INTEREST 


LL. 








James H. Brewster, U. S. manager of 
the Scottish Union and National, one 
of the hard workers in the business, 
has one dissipation. When the last 
snow has melted away in the Nutmeg 
State and the little green shoots begin 
to give color to the scant grass patches 
around town, Manager Brewster gets 
what the printers call “shifting feet.” 
If you should chance to drop in on him 
at his home on one of these days he 
would most likely be found polishing 
up his rods or running through his fly 
book, for Mr. Brewster is a good dis- 
ciple of Isaac Walton. Within a few 
days, he will start for a tour of the 
southern agencies of the company, fin- 
ishing up in Florida for a little season 
of fishing. He has however a special 
purpose in going to Florida. Mr. 
Brewster has never caught a tarpon 
notwithstanding that he has made many 
trips for that purpose. When word comes 
up from the fishermen’s haunts along 
the Florida coast that tarpon are run- 
ning, Brewster jams some things into 
a bag and is off for the first train 
south. It is a curious fact of pisca- 
torial history however, that a tarpon 
was never known to bite anywhere in 
the vicinity of the Scottish WUnion’s 
manager. Only when the latter leaves 
in disgust, or hies himself back to busi- 
ness pursuits, do the tarpon return. Mr. 
Brewster’s explanation of the phenom- 
enon is that the tarpon know that if 
he ever got a fair chance he would 
clean out the species. Although he is 
not superstitious he admits that he ap- 
proaches Florida this time with some 
.trepidation—and a pair of “gum” shoes. 





John J. McKay, secretary and general 
manager of the Atlantic National Fire 
Insurance Company of Macon, Ga., was 
in New York recently attending the 
meeting of the S.E.U.A. Mr. McKay is 
an enthusiastic Southerner who sees a 
wonderful future for the South and 
particularly for Macon. An experience 
he had while in the city however, made 
him recall with a little more sympathy 
a story told of George Ade. Mr. Mec- 
Kay was seated with some friends in 
the lobby of the Waldorf-Astoria when 
he was attracted to a man whose face 
was familiar but whom he could not 
place. Finally by one of those strange 
flashes of memory, he recognized the 
man as one whom he had known many 
years before in Macon. In those days 
the man’s resources and prospects were 
both very inconspicuous, and in striking 
contrast to the well-groomed and man- 
ifestly prosperous figure. before him. 
A word served to recall the old ac- 
quaintance and a few more revealed 
the fact that the chap who had pulled 
out of Macon had struck it rich in the 
Oklahoma oil fields to the tune of sev- 
eral millions. Not exactly apropos of 
which Mr. McKay recalls the following: 

A voluble lady at one of those “pink” 
affairs had ‘button-holed George Ade 
and insisted on discussing the merits 
of the Indiana Literary Belt. ‘“Isn’t 
it remarkable, Mr. Ade” said she, “how 
many bright men have come. out of 
Indiana?” To which Ade, himself a 
son of Indiana, replied “and the bright- 
er they are the quicker they come.” 





Charles Hughes, manager of the 
Workmens’ Compensation Bureau _ re- 
recently established by the casualty 
companies and previous to that chief 
examiner of casualty companies for the 
New York Insurance Department, is very 
popular among the officers of the com- 
panies with whom he has been thrown 
in the course of his work with the de- 
partment, as well as being an expert 
on technical phases of casualty busi- 
ness. Although an Englishman, Mr. 
Hughes is thoroughly American and 
democratic to a degree. He was at- 


tending a meeting of casualty company 
officers the other day and after they 
(Continued on page 16.) 
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FIRE INSU 








“BOB” LECKY QUITS. 
Retires as Secretary of the Virginia 
* State—A. H. Harris His 
Successor. 





Members cf the underwriting frater- 
nity were treated to a genuine surprise 
on Saturday last, when apprised of the 
resignation of Robert Lecky, Jr., as sec- 
retary and managing underwriter of the 
Virginia State Insurance Company, of 
Richmond, Va., a position he has held 
for fully twenty years. No little specu- 
lation is being indulged in as to the 
cause of Mr. Lecky’s action. Had the 
retirement been announced before the 
first of the present year it would not 
have excited particular comment, the 
eeneral understanding being that the 
nstitution had suffered severely from 
osses in common with numerous other 
companies. When, however, the direc- 
tors of the Virginia State agreed to put 
ip additional capital, it was taken to 
nean that Mr. Lecky still had the board 
ehind him, and that he would con- 
tinue in future, as he had been for so 
jong a time, the directing force in the 
Company’s affairs; hence the failure of 
he fraternity to account for the latest 
urn over. 

Mr. Lecky’s successor is Archibald H. 
Harris, for the past three years secre- 
ary of the Virginia Department of the 
Scutheastern Underwriters Association, 
ind a right good insurance man. 

Mr. Harris has had an extended field 
experience, having successively served 
the Hanover and the Girard Fire & 
Marine, of Philadelphia. 

For the latter concern he essayed the 
iifficult task of injecting ginger into 
he conduct of its affairs, but after a 
rief experience concluded that life was 
iltogether too short, and gladly accept- 
ed a tender made him by the Southeast- 
‘rm Underwriters Association to repre 
ent that body in the Old Dominion 
State. 

“Arch” Harris has plenty of snap, and 
he prediction is freely made by those 
vest qualified to judge that he will put 
he Virginia State in the class where it 
elongs. 

There is abundant wealth behind the 
Company and the directors have a pride 
n continuing it in existence quite apart 
from the moneved return. 

In advising the Company’s representa- 
ives of the new executive change, Pres- 
ient Christian says: 

An Official Statement. 

The Company’s statement, verified by 
the Insurance Commissioner of Virginia, 
hows: Cash capital, $200,000; assets, 
$546,086; reinsurance reserve, $249,669; 
reserve for unadjusted losses, $48,325; 
surplus to policyholders, $234,265. 

The board of directors has accepted 
the resignation of Robert Lecky, Jr., the 
former vice-president and secretary; A. 
H. Harris, secretary of the Virginia De- 
partment Southeastern Underwriters As- 
ociation, has been elected secretary, 


and he will direct the underwriting pol- 
icy of the Company. William R. Miller, 
for many years the proctor of the Uni- 
versity College of Medicine, and a man 
of experience and ability in financial 
matters, has been elected treasurer, and 
will manage the financial part of the 
Company’s business. 

The management proposes to push 
aggressively for business on safe and 
couservative lines, and the co-operation 
of our valued agency force is earnestly 
solicited, We believe that never before 
has the economic necessity of conserv- 
ing and encouraging worthy Southern 
insurance institutions been so apparent 
as now to the business men of the 
South, to which section the Company’s 
activities will, at present, for the most 
part be confined. 

We are confident that the honorable 
record of this Company during a period 
of nearly a half century will stand in 
good stead with our agents in this era 
of Southern development and progress; 
and we ask for the Company your con- 
tinued loyalty and patronage, and be- 
speak for the new management the 
courtesy and support which have been 
so generously and uniformly extended 
in the past. 

F. Sitterding was elected vice-presi- 
dent. Robert Lecky’s resignation shows 
how greatly the Company’s business in- 
creased during the period of his in- 
cumbency, and the change from a mere- 
ly Richmond local business, combined 
with reinsurance treaty connections for 
the rest of the field to a large income 
from a plant of direct writing agencies. 
His prominence among Southern un- 
derwriters and his long connection with 
the Company will make his retirement 
from the Virginia State attract much at- 
tention among insurance men. 

What Mr. Lecky will dg is not known, 
but it is intimated that he may return 
to the drug business, with which he was 
identified before associating with the 
Virginia State. 





A CLEVER DEAL. 


Newark Fire Selis Home Office Build- 
ing at Handsome Figure—Net 
Surplus Profits. 


Through the sale of its home office 
building to the Prudential Insurance 
Company, the Newark Fire, of Newark, 
N. J., will add over $150,000 to its net 
surplus account, bringing that item to 
over $600,000. 

The property, advantageously situated 
on Broad street, was carried by the 
Newark Fire in its statement at $150,- 
000, and its sale to the Prudential for 
$300,000 is justly regarded as a most 
satisfactory transaction. The Company 
still owns a fine site on Clinton street, 
upon which it may erect a new head 
office building for its sole use. 

E. J. Haynes, Jr., president of the 
Newark Fire, left for Chicago on Sun- 
day to be gone a week. 


HAVE ENJOYABLE BANQUET. 


E. J. Haynes, Jr., Guest of Honor at 
Annual Gathering of Newark Fire 
Insurance Society. 





E. J. Haynes, Jr., president of the 
Newark Fire Insurance Company, was 
guest of honor at the annual banquet 
of the Newark Fire Insurance Society, 
held in the spacious rooms of the New 
Jersey Automobile and Motor Club, on 
Thursday evening last. 

The affair was well planned and exe- 
cuted in every particular, and those of 
the Society's members who failed to at- 
tend have good reason to regret their 
absence. 

F. Hoadly, president of the Society, 
was in the chair, while former Assem- 
blyman G. F. Sommer acted as toast- 
master. 

Each guest of the banquet was given 
a “certificate of insurance” by the Fire 
Insurance Society certifying that he was 
insured under the Society’s policy 
against Hunger and Thirst for five 
hours, from 6.30 P. M., Feb. 16, to 11.30 
P. M., Feb. 16, 1911. Premium $3.00. 

The Menu. 
Roast Oysters a la Byrne 
Clear Green Turtle a la Hughes 

Stuffed Celery Olives, Radishes 

Jumbo Crabflakes, 80 per cent. Claws 
Filet Mignon a la “American” 
Asparagus tips on expiration 

Hollandaise Sauce Potatoes Noisette 

Virginia Ham with fresh Mushrooms 

a la Trimpi 

Roast Squab “Newark” Guinea Hen 
Jelly “Firemen’s” Waldorf Salad 

Cafe Parfait Assorted Cakes 
Cigars Cigarettes No Smoking Signs 

Coffee 
Jersey Lightning Clause attached. 
Indigestion Clause attached. 


Sommer, Moffatt, Naulty, Rommel, 
Dodd Co., Agents. 
When speechmaking was in order, 


which was after the inner man had been 
well satisfied, addresses were made by 
Frederick W. Day, assistant manager of 
the Royal; F. W. Stewart, of the New 
York Board of Fire Underwriters; 
George C. Plume, local agent; Albert 
Hassinger, secretary of the Firemen’s 
Insurance Company; A. E. Larter, vice- 
president of the American Insurance 
Company; Joseph M. Byrne, a promin- 
ent general agent of Newark; E. E. 
Bond and others. 





“The Local Agent” was the toast re- 
sponded to by Mr. Day, who is admira- 
bly posted upon the subject. He re- 
called interestingly the time when he 
and Mr. Haynes, as special agents, both 
traveled New York State, and of the 
many perplexing problems put up to 
them for solution by the local men. 


The fire protective features of large 
cities was in a general way the theme 
of Mr. Stewart's talk, and many and in- 
teresting were the points he gave con- 
cerning the methods of operating high 
pressure water systems, a method of 
fire fighting growing in favor in the 
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larger centers throughout the country. 

Mr. Haynes had chosen the subject 
for his address, the history of the fire 
insurance business, sketching briefly 
but comprehensively its wonderful de- 
ve lopment both in this country and in 
Europe. He laid emphasis upon the 
criminal fire waste of the United States 
and made an earnest plea for the adop- 
tion of measures that would check this 
enormous annual destruction of Nation- 
al wealth. 

Fully sixty members of the local fra- 
ternity were present and each expressed 
himself as having thoroughly enjoyed 
the affair. 

Mr. Sommer was the chairman of the 
banquet committee and he was assisted 
in the arrangements by Thomas C. 
Moffat, William S. Naulty, Henry C. 
Rommel and Charles S. Dodd. 


BARS SPECIAL AGENTS, 
Field Men No Longer Eligible for Mem- 
bership in South Eastern Under- 
writers’ Association. 


Under the revised constitution and 
by-laws of the South Eastern Under 
Writers’ Association, adopted at a meet 
ing held in New York on Thursday 
last, membership in the organization in 
future will be restricted to “company 
officials, managers or general agents,” 
and no member shall have jurisdiction 
over less than one State. 

One effect of the new order will be 
to exclude from attendance at future 
Association gatherings special agents, 
who heretofore have been present in 
large number. 

The purpose of the change is to ex 
pedite the important business of the or- 
ganization, and to secure a greater at 
tendance of executive officers. In times 
past the head office men have frequent- 
ly been conspicuous by their absence, 
seriously embarrassing the Associa 
tion’s management which was unwilling 
to proceed with important matters be- 
cause of that fact. 

Again: the average special agent of 
to-day, instead of covering six or seven 
States and possessing plenary power 
from his company, as was formerly 
true, travels a portion of a State, and 
does little else than drum for premi- 
ums, With an occasional day devoted to 
making inspections. 

The new compensation arrangement 
for the South was not discussed at the 
meeting on the 16th. 


Change in Management of “Insurance 
Green Bag.” 


In future the management of the “In- 
surance Green Bag,” heretofore issued 
by George J. Kuebler of Chicago, will 
be directed by the Insurance Green 
jag, Joseph J. Thompson, editor. The 
publication reviews late decisions of 
interest to insurance men, and valu- 
able as has been the service in the past 
it is the purpose of the new owners to 
make it still more effective. 








a A RARE SS 
San Francisco Losses 

Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 


office in Liverpool 





Supls, - - - = 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 1904 


















funds largely supplied by read 


U. S. Gash Assets, Dec. 31, 1909 $13,885,802.88 
5,119,180.30 
3,239,491.00 
1,427,290.00 
1,051,543.00 


Liverpool 
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CIMICED 


Over $119,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, 


G. W. HOYT, 


J. B. KREMER Jr. and T. A. WEED, 






NEW YORK OFFICE 





MANAGER 


DEPUTY MANAGER 


AGENCY SUPERINTENDENTS 


45 William St. 
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GONE TO THE F. I. A. 





Large Plant at Bayonne, N. J., Written 
Wholly by the Association— 
At Low Rate. 

A line that heretofore has been placed 
with the local agents, has been taken 
over by the Factory Insurance Associa- 
tion, the assured insisting upon such 
action, and intimating if it were not 
granted the interest of the New Eng- 
land mill mutuals would be invoked. 
The property in question is that of the 
Consolidated Railway Electric Lighting 
and Equipment Company, whose exten- 
sive plant at Bayonne, N. J., is occupied 
in part by the Electric Dynamic Com- 
pany, both institutions being under 
kindred, if not identical ownership. 

The insurance on the latter property 
was carried by the F. 1. A. at 25 cents 
for three years, whereas the Consoli- 
dated people were paying individual 
companies an annual rate of 26.40. 

After the policies of the latter insti- 
tution had been in force a brief time 
the assured notified Withers & Mills of 
New York city, brokers in the trans- 
action, that the business must be given 
to the Factory Insurance Association, 
insisting too that it be written at the 
same rate as was given the Electric 
Dynamic Company. 

This course was taken by the brokers, 
the assured now paying a rate of 25 
cents for three years instead of 26.40 
annually. 





MUNICIPAL INSURANCE. 





Newark, N. J., Fund for That Purpose 
to be Increased Steadily—its 
Present Status. 





Formally adopting a plan that pro- 
poses to ultimately bring into the 
municipal fund all insurance on city 
property, the municipal insurance com- 
missioners of Newark, N. J., several 
days ago added $135,750 to the risks 
directly carried in that fund. 

The question of establishing a new 
precedent was brought before the com- 
mission at its meeting by City Auditor 


Rowe. He referred to the discussions 
of the status of the insurance fund and 
the relation into which it might be 


brought with the city’s financial situa- 
tion ‘by Mayor Haussling in his annual 
message of 1908, and again in his recent 


* message. 


The auditor took the view that the 
fund should not stand still, and that the 
commissioners should not be content 
with dividing the risks of the public 
property on the basis merely of the 
automatic accretions of the fund. To 
increase its scope the fund should be 
placed in the position of being able to 
increase. 

By following out a program that in- 
cluded taking the full latitude allowed 
by law, Mr. Rowe said, and bringing the 
premiums that are now paid to the in- 
surance companies into the fund, which 
must be done, the commission can grad- 
ually extend the value of the risks it 
can take care of in that fund. 

Mr. Rowe pointed out that while these 
additional accretions at present are not 
heavy, in time they will amount to a 
large sum and eventually the fund will 
reach a proportion that will make it of 
great benefit in the financial dealings of 
the city, as suggested by the Mayor. 

The auditor’s idea was at once sup- 
ported both by the City Treasurer 
Guenther and Comptroller Parmly, the 
other members of the commission. It 
was agreed that the work of extending 
the fund should begin at once. There 
was some thing like $250,000 worth of 
insurance to be placed this month. It 
had been the thought to place practic- 
ally all of this in regular companies. 
That plan was changed and only $100,- 
1") was placed outside. The rest was 
appropriated for the fund. 

The fund took $103,750 of the insur- 
ance on the City Hospital, leaving $100- 
0) for the companies to assume for one 
year. The fund also took $29,500 on the 
city stables in Factory street, $2,000 on 
the caretaker’s residence at the City 


Cemetery and $2,500 on the election 
booths in storage in the basement of 
the eity hall. 

When the present commission took 
office at the beginning of this year the 
fund carried $907,900 worth of risks on 
city property. These included the prop- 
erty of the fire and police departments, 
City Home, some of the Board of Works 
property, the Free Public Library, Centre 
Market and the playgrounds property. 

With the additions last made the 
amount in the fund’s schedule of risks 
is $1,043,650. The outside risks made on 
the City Hospital, covering the $100,000 
not taken by the fund, are for one year 
only, the idea being to take the balance 
into the fund at the expiration of that 
time. The fund at present has assets 
of about $125,000. 





LOCKPORT, N. Y. 
How Visiting Engineers Regard It 
From a Fire Underwriting 
Standpoint. 





The engineers who have just com- 
nleted an inspection of Lockport, N. Y., 
say: “In the principal mercantile district 
buildings are mainly low, areas small, 
and the principal streets of fair width, 
but no attention has been given to pre- 
venting the spread of fire in the build- 
ings and they would furnish ready fuel 
to a sweeping fire. The fire depart- 
ment is weak and the water supply un- 
reliable, so that there is a danger of 
sweeping fires, especially as high winds 
are of frequent occurrence. Manufac- 
ing plants are in groups and are fairly 
well equipped with private fire-fighting 
apparatus, but a fire once beyond con- 
trol of the private facilities would be 
serious, as the municipal water supply 
is weak. Elsewhere the hazard is that 
of group fires increased by a poor 
water supply.” 

The fire fighting facilities of the city 
were found to be deficient and the en- 
gineers summarize their weak points as 
follows: 

“Water Supply.—Municipal; manage- 
ment only fairly efficient. Supply 
pumped thirteen miles through a single 
force main to the distribution system, 
with a_ standpipe as an_ equalizer. 
Pumping station non-fireproof; too few 
pumps for emergency requirements; 
protection against fire very deficient. 
Consumption very high. Pressures 
good, but poorly maintained under 
heavy draft in all localities except the 
principal mercantile district. Main ar- 
teries lacking; dead ends numerous; 
€-inch mains in long lines, not cross- 
connected and poorly gridironed. Sys- 
tem well equipped with gate valves; no 
systematic inspections made. Hydrants 
mostly too small; distribution fair to 
good. 

“Fire Department.—Volunteer basis 
with full paid chief and drivers; full 
paid members, except chief, appointed 
for indefinite terms. Financial support 
poor. Distribution of companies poor. 
No engines; chemical service deficient; 
ladder service adequate. Hose supply 


too small. No 3-inch hose used; minor 
equipment poor. Driils of little value. 
Building inspections made by chief. 


Fire methods fair. Records of fire 
losses complete. 

“Fire Alarm System.—Automatiec sys- 
tem. Maintenance satisfactory. Head- 
quarters in non-fireproof building; ap- 
paratus not properly guarded against 
fire. No separate alarm circuit or du- 
plicate means of receiving alarms at 
fire stations. Most boxes have brush- 
break contacts and a number have keys 
detached. Distribution good in import- 
ant districts, fair to poor elsewhere. No 
wires underground. Much outside con 
struction of bare iron wire. Troubles 
few; tests mainly satisfactory; records 
include a proper wall map.” 





On 24 Per Cent. Basis. 





The declaration of an additional one 
per cent. dividend at the quarterly 


meeting of the American Insurance 
Company of Newark, placed that insti- 
tution on a 24 per cent. dividend basis. 

Stock of the Company is now quoted 
on the market at 5165. 





CALIFORNIA’S RESULTS. 





Reserves Substantially !Increased—Ac- 
cumulations Over Half a Million 
in Four Years. 

A summary of the operations of the 
California Insurance Company for 1910 
shows that it made a trade profit of 
approximately $59,000. The reserve was 
increased to the extent of $44,000 and 
dividends paid to stockholders amount- 
ing to $60,000. Security values showed 
a shr'nkage of $18,000. The assets of 
the Company were increased some $30,- 
000 and the surplus reduced about $17,- 
000. 

Since the California branched out 
into the general agency field about four 
years ago, the Company has accumu- 
lated a reserve of $544,000, and at the 


same time added $31,000 to the surplus | 


contributed by the stockholders. This 
is a most creditable showing, indicating 
that the office is securing a fine class of 
business. 

In the East, the Company is under 
the management of Frank C. Sturte- 
vant, of Philadelphia, who has had a 
prominent part in the results achieved. 





State Hail Insurance. 

The lower house of the South Dakota 
legislature has passed a bill providing 
for a plan of State hail insurance. 
Under the measure the insurance is to 
be handled by the State insurance de- 
partment which will attend to the care 
of premiums and the payment of losses. 
The measure also provides for insur- 
ance against tornadoes, and the rates 
will be computed according to acre 
which will provide for $500 of insur- 
ance per quarter section. If sufficient 
premiums are received losses will be 
paid in full, but in event the losses ex- 
ceed the premiums the claims will be 
pro rates according to the funds on 
hand, dividends to be returned in event 
the premiums @xceed the losses. 








PERCY B. DUTTON 


FIRE UNDERWRITER 
ROCHESTER} Sict- Manager 





HUMBOLDT of PENNA. 
TEUTONIA of PENNA. 
COOPER "of OHIO 














Commercial Union Assurance Company 
(Limited) 


OF LONDON 
PINE AND WILLIAM STS., NEW YORK CITY 














THE LEADING FIRE COMPANY 
OF THE WORLD 





[of Liverpool England. | 











1853 
FIFTY-SIXTH YEAR 


FARMERS’ 
FIRE INSURANCE 
COMPANY 


YORK, PENNSYLVANIA. 


1909 





W: H. MILLER, President 
A. S. McCONKEY, 
Secretary and Treasurer 





The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs for 
Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL SERVICE 


EXECUTIVE OFFICE 
19 Barclay Street, New York 


AGENCIES 

178 Devonshire Street, Boston. M 
161-163 Randolph Street, Chicago, Il. 
1309 Traction Building, Cincinnati, O. 
: Building. itts re, Pa. 
€08 Dwight Building, Kansas City, Mo. 
91 San Franc} Cal. 
326 Central Building, Seattle, Wash 
Utica Fire Alarm Telegraph Co., 
Utica, N. Y. 


The Northern Electric & Mig. Co.. itd. 
optrea n. 


General Fire Appliances Co., Ltd. 
Johannesburg, South Africa 
Colonial Trading Co., Ancon; 
anal Zone, Panama 
F, P. Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 




















ORGANIZED 1865. 


Virginia State Insurance Co., Of Richmona 


ASSETS . 
Surplus to Policyholders . 


GEO. L, CHRISTIAN, Pres. 





eseeeeeee 887,903.00 
317,975.00 


eee e wees teeee 


eee eee eeees 


ROBERT LECKY, Jr., V. Pres. & Secy 











Agents when considering company representation should carefully 
investigate the merits of the 


NEWARK FIRE INSURANCE COMPANY OF NEWARK 


The Oldest Fire Insurance Company Chartered by the State of New Jersey 
With Assets of $1,083,679; Capital of $250,000; Net Surplus of 
$453,885; a liberal writing policy and unblemished reputation, the 
Newark Fire is a desirable addition to any local office. 

EDGAR J. HAYNES, Jr., President 
GEORGE F. REEVE, Vice-President 
ALEXANDER M. NICHOLS, Treasurer 


CHARLES M. HENRY, Secretary 
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BALTIMORE AGENTS’ BANQUET. 





Men of Monumental City Have 
Enjoyable Time—Special 
Guests Present. 


Local 


The second annual banquet of the 
Association of Fire Underwriters was 
held at the Merchants’ Club, on the 
16th, and, like the dinner of a year ago, 
it was a great success. The committee 
in charge of the affair, consisting of 
Messrs. H. T. Poor, W. W. Baldwin, J. 
H. Gildea, Jr., M. O. Selden, and H. T. 
Williams, were complimented on their 
work. Good music and singing were had 
in abundance, as were also the speech- 
es. Mr. Henry M. Warfield, president 
of the association, was the toastmaster. 
Among those who spoke were Insurance 
Commissioner Harrington; Deputy Com- 
missioner Green; Fire Marshal Ewell; 
Chas. Culver, vice-president of Fire- 
men’s of Newark; C. M. Kerr, of Farm- 
ers of York, and president of the Asso- 
ciation of Middle Department; and the 
secretary of the Middle Department, 
Louis Wiederhold; E. W. Thompson. 
chairman of executive committee; J. 
W. Hewes, chairman of rating commit- 
tee; W. J. Donnelly; John P. Lauber; 
F. R. White, general agent of the New 
York Underwriters’ agency, and Geo. 
W. Kear, superintendent of agencies of 
the New York Underwriters’ agency. 

One of the pleasant features was the 
presence of a number of special agents 
of different fire companies doing busi- 
ness in Maryland, who were much 
pleased with the Maryland hospitality 
given them. In addition to the visitors 
above referred to, the following special 
agents were present: R. P. Lentz, Lon- 
don & Lancashire; E. W. Grigg, Insur- 
ance Company of North America; W. 
R. Hills, Scottish Union and National; 
F. L. Holmes; W. S. Muir, German- 
American, New York; H. A. Robier, 
Fidelity-Phenix; S. H. Quackenbush, 
Aachen-Munich; U. O. Michaels, West- 
ern & British America; W. B. Kremer, 
Hartford; W. G. Kent, Equitable, R. 1.; 
F. J. Renner, Sun, of England; C. K. 
Underhill, London Assurance; M. V. A. 
Keeler, Security, Conn.; R. H. M. 
Stewart; R. E. Michaels, Glens Falls.— 
“Baltimore Underwriter.” 

INSURANCE AND CREDIT MEN. 

Fire insurance is again laid under 
obligation to the credit men of the 
country. No other commercial interest 
has done so much to foster and spread 
a better understanding of fire insurance 
principles and practices than the vari- 
ous associations of credit men—na- 
tional, State and local. Just why they 
should be so sympathetic and helpful 
when the average business man is dis- 
trustful and antagonistic does not yet 
appear. It is only a partial explanation 
that the credit man has occasion to 
understand the value of insurance 
through the requirements of his daily 
work, insurance being at the basis of 
modern commercial credit. The ordi- 
nary business man, manufacturer ana 
householder is under just as much obli- 
gation to insurance, and the explana- 
tion of the credit man’s attitude must 
be found in the fact that his organiza- 
tion got started right, and has devel- 
oped a healthful and helpful sentiment 
instead of the critical and antagonistic 
one so usually characteristic of trade 
and commercial organizations in their 
relation to fire insurance. 

Heretofore the most notable evidence 
of the obligation the insurance business 
is under to the credit men has been 
found in the very remarkable series of 
pamphlets on insurance subjects issued 
by the National Association of Credit 
Men under the striking title of “Burn- 
ing Subjects.” These have put the 
principles and practices of fire insur- 
ance before business men as clearly, 
forcibly and fairly as the ablest writer 
in the insurance ranks could have done, 
and with the great advantage that they 
come from an independent and authori- 
tative commercial organization, and are 
not open to the suspicion of self-inter- 
est the average man feels when he re- 
ceives similar arguments from insur- 


ance sources. The value of this series, 
though begun several years ago, is still 
maintained. In Kentucky copies of this 
series are soon to be sent to every busi- 
ness man in the State through the co- 
operation of the insurance interests and 
the credit men. The insurance com- 
panies pay for the printing and the 
wholesalers distribute the matter to 
their customers in their own envelopes, 
a system which should be of great as- 
sistance to the efficient work of the 
Fire Prevention ‘Association of that 
State. 

Now the credit men are undertaking 
a work of equal importance along a 
somewhat different line. Co-operating 
with Franklin H. Wentworth, secretary 
of the National Fire Protection Asso- 
ciation, the local associations in the 
large cities have arranged for a series 
of meetings, on which Mr. Wentworth 
has already begun and which will oc- 
ecupy his time for nearly a month. In 
many places attendance on these meet- 
ings is not limited to credit men, but 
all interested are invited, and those 
who have heard Mr. Wentworth speak 
know the terse, vigorous and emphatic 
instruction that they will receive from 
him. The spoken word often has ability 
to persuade and influence that is denied 
the printed page, and these meetings 
may reach large insurers who could not 
be touched by the pamphlets. But be- 
tween the “Burning Subjects” and this 
series of meetings, it is certain that the 
credit men of the country are doing 
their full share to reduce the fire waste 
and secure a ibetter nuderstanding of 
insurance on the part of the public.— 
“Insurance Post.” 








Marine and Inland Business in New 
Jersey During 1910. 

Premiums Losses 

Received. Incurred. 
Columbia, Jer. City $15,032.65 $4,833.50 
Federal, Jer. City. 16,071.05 7,751.00 
Aetna, Conn...... 7,035.96 5,664.84 
Alliance, Pa....... 2,124.74 1,078.65 
Amer. & Foreign.. 3,039.93 997.22 
Roston, Mass...... 39,253.18 10,963.92 
Firem. Fund, Cal.. 4,824.50 1,683.11 
Hartford, Conn.... 31,552.57 8,927.35 
PeOGNO, Th. Bis vsee 11,311.04 5,141.18 
I. Co. of N. A., Pa. 29,969.43 12,755.58 
Old Colony, Mass.. 856.57 293.76 
Provid-Wash., R. I. 10,688.15 360.25 
Queen, N, Y...... See. « wepoens 
British & Foreign. 2,358.67 1,886.62 
Mannheim ....... OS eer 
ee 50,821.86 26,179.00 
Royal, Eng. ...... 9,464.77 1,511.68 
eee ere Jf eee 
Union Marine..... eer 





$245,303.06 $90,027.67 





Admitted to Co-Operating List. 





The Executive Committee of the Na- 
tional Association of Local Fire In- 
surance Agents has voted to admit to 
the Co-operating List the Globe & Rut- 
gers Fire Insurance Company of New 
York city, including also the Globe Un- 
derwriters and the Middle Department 
Underwriters. 

Application for admission to the list 
has been received from the Rhode 
Island Fire Insurance Company, the 
Union Fire and the Nationale Fire of 
Paris, these three companies being un- 
der the management of Starkweather 
& Shepley of Providence, R. I. 


JERSEY BUSINESS. 





An Interesting Tabulation Showing Re- 
sults Had py Certain Companies 
for Past Three Years. 





Because of peculiar conditions sur- 
rounding Jersey business, too well 
known to underwriters for need of re- 
hearsal, the following table will prove 
of interest, 

These figures represent the aggregate 
of premiums and losses, with ratios, for 
the years 1908, 1909 and 1910 of the 
respective companies named, being all 
those receiving in the three years a 
total of half a million or more in pre- 
miums. 

Apparently there is some advantage 
in being domiciled in New Jersey, for 
the two local companies appearing in 
the list are lowest in point of loss ratio, 
with the honors for 3d, 4th and 5th 
place held by companies of three differ- 
ent insurance centers, 


Premiums Losses Ratio 
NE i dieca dive $1,312,249 $563,632 42.9 
Hartford ..... 1,266,903 506,750 40.0 
Germ.-Amer... 1,004,997 472,678 47.0 
L& L. & G.. 957,664 430,994 45.0 
ED 2-5 b bx eee 664,022 290,512 3.8 
REN 6 6 9.804% 631,733 254,981 41.0 
Continental 607,258 256,925 42.3 
Springfield ... 590,423 231,136 39.1 
Fid.-Phenix ... 581,887 264,180 45.4 
Northern. .... 580,933 286,701 49.3 
Firem., N. J.. 569,906 162,905 28.6 
North Amer... 567,362 214,174 37.8 
North British. 564,403 208,855 37.0 
Amer., N. J... 552,574 170,981 30.9 
Nat'l, Hartford 526,895 182,203 34.6 
Fire Asso..... 531,554 206,338 38.8 





METROPOLITAN DISTRICT ONLY. 





Ohio Farmers Does Not Contemplate 
Writing Generally Throughout 
New York State. 





Although the Ohio Farmers, of Le 
Roy, Ohio, has not yet applied for ad- 
mission into New York State, it plans 
to do so very shortly. Once license 
the Company will restrict its operations, 
for a season at least, to the Metropoli- 
tan District, venturing farther afield 
mce it has gained some experience in 
the local field. 





Single Agency at Philadelphia. 





The Calumet Fire has gone on the 
sole agency basis at Philadelphia, Pa., 
taking up its commissions with Arrott 
& Hawley and J. Howard Brown & Co., 
retaining its local agency with J. Par- 
sons Smith, who is also general agent 
there. The changes were arranged by 
Secretary Otto E. Greely who visited 
Philadelphia last week. 





Water Works System for Johnson City. 





Contracts have finally been let for a 
new water works system to be installed 
at once at Johnson City, Tenn. The 
amount of this work is $165,000 and in 
addition to the new installation, the 
city will use the old plant of the Wa- 
tauga water works which was recently 
purchased at a cost of $150,000. 





Farmers’ Fire, York, Pa. 





The fifty-eighth annual statement of 
the Farmers’ of York, Pa., shows cash 
assets January 1, 1911, amounting to $1,- 
083,959 and a net surplus of $523,623. 
The company’s reinsurance reserve is 
approximately a half million dollars. 








~ LECITIMATE SURPLUS LINES 





of legal process. 





Extra facilities for Local Agents 


The Yorkshire Insurance Company, Ltd. 


OF YORK, ENGLAND 
FRANK & DvuBOIS, U. S. Correspondents, 47 William St., New York 
Authority to adjust and pay all Losses, and Power of Attorney to accept service 


Funds held on deposit in New York banks for protection of American policy-holders. 





“The Leading Fire Insurance Company 
of America.” 





Cash Capital - - $5,000,000.00 


WM. B. CLARK, President. 
W. H. King, Vice-President. 
Henry E. Rees, Secretary. 


Assistant Secretaries. 
A. N, Williams, E. 8. Allen, 
E. J. Sloan, Guy E. Beardsley 


W. F. Whittelsey, Jr., ‘‘ Marine” 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 
ORGANIZED 1859 
Cash Capital..... $1,000,000.00 
ci iwa seuss 6,648,971.67 
Net Surplus 2,021,740.21 


Surplus for Policy 


Holders ....... 3,021,740.21 


HEAD OFFICE 
Cor. William & Cedar Streets 








For The Protection Of Its 
Policy Holders 


‘THE HANOVER 


Fire Insurance Company 
HAS A 


Cash Capital - + + $1,000,000.00 
Cash Assets - + + $4,395,625.89 
Cash Surplus to Policy 

Holders - + + 82,063,044.01 


The real strength of an insurance company ls In the con 

serval ite management, and the management of 

THE HANOVER ls am absolute assurance of the security 

of its policy. 
BR. EMORY WARFIELD, President 

JOSEPH McCORD, Vice-Pres. and Sec’y 
WILLIAM MORRISON, Ass’t Sec’y 
JAMES W. HOWIE, Gen. Agent 








HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK | 


Intpr-Stane Rin: 


INSURANCE, 
COMPANY; 


HOME OFFICE 


BIRMINGHAM 
ALA. 














A 
SOUTHERN 
COMPANY 
WITH 
A NATIONAL 
SCOPE 


J. F. SIOCADELL 
Asst. Mana 


W. L. REYNOLDS 
Vice-Pres. and Mgr. 
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TO PUSH ANTI-REBATE BILL. 





(Continued from page 1.) 

Fire Underwriters be read before this 
Associztion, and that this Association 
recommend to the local agents in the 
various localities of the State, to come 
together in their respective communi- 
ties for the purpose of bettering local 
conditions. 

We recommend that a letter of com- 
mendation be sent the Trenton Local 
Board for the stand taken in refusing 
to bid on the city’s insurance to the 
loss of their compensation. 

This committee recommends that a 
committee be appointed to wait upon 
the Commissioner of Banking and In- 
surance and invite him to attend tne 
sessions of the convention. 

Your committee recommends that a 


» vote of thanks be extended the officers 


of the Standard Fire Insurance Compa- 
ny for their great courtesy in extend- 
ing to this Association the use of their 
offices for the general meeting. 

Whereas, Boards of directors of cer- 
tain Mutual Building and Loan Associa- 
tions in the State of New Jersey re- 
quire borrowers tc place their fire in- 
surance through insurance committees 
of their own selection from their own 
officers and 

Whereas, The effect of such action is 
to create. a monopoly of all such busi: 
ness and whereas such monopoly is an 
injustice to borrowers, te fire insurance 
agents and to many first class compa- 
nies represented by them, because this 
unfair discrimination prevents’ said 
agents and companies from insuring 
such property, 

Therefore Be It Resolved, tht it is 
the sense of this annual meeting of the 
New Jersey Association of Fire Under- 
writers that open competition should 
be secured in the interest of borrow- 
ers, agents and companies and in order 
to achieve this result, 

Be It Further Resolved, that the 
President of this Association shal! ap- 
point a committee of five to confer 
with the Commissioner of Banking and 
Insurance for New Jersey to ascertain 
from him whether he has the power 
and will, if so, use it to give the bor- 
rowers, agents and companies in New 
Jersey the “open door” treatment as. 
related to Mutua! Building and Loan 
Associations that have now CLOSED 
THEIR DOORS to the majority in favor 
of a minority of INSIDE MEN who how 
hold the key to the door which they 
have closed and locked, AS TO FIRE 
INSURANCE, in the very faces of 
those who should have the privilege to 
select their agents, see their policies 
and have them written in any good fire 
insurance company authorized by law 
to do business in New Jersey. 

Be It Also Resolved, that the said 
Committee shall render a written re- 


tion within ten days from the time of 
conferring with said Commissioner giv- 
ing full information as to his position 
on this serious question. 

Resolved, That the cities of Paterson 
and Trenton, manufacturing centers, 
each possessing a population in excess of 
one hundred thousand persons, are dis- 
criminated against in the matter of 
commissions, and that they should be 
placed in the “excepted territory” in 
the State. We hold that the local 
agents in each city should be paid an 
over-riding commission of at least 10 
per cent., and that this Association lend 
its aid toward attaining that result. 





LOUIS SHERWOOD | 


REPRESENTING 
Fire, Casualty and Surety Co’s 
15 Exchange Place, Jersey City, N. J. 


WESTERN ano 
ATLANTIC FIRE 





EXCELLENT FACILITIES FOR HANDLING 
BROKERS LINES. Phone, 33 Jersey City 


INSURANCE CO. 











Resolved Further, that a copy of the | 


above resolution [on commissions] be | 


sent the National Association of Local 


Fire Insurance Agents and the Eastern | 


Union, and the support of each organi- 
zation solicited thereto. 
Meeting a Lively One. 
Despite the fact that the convention 


was held at a rather inconvenient sea- | 


son and had been but little advertised, 


the attendance of Association men was | 


highly flattering, agents being present 
from as far North as Hackensack and 
South to the Delaware river. 
planned to hold the gathering in tne 
Hotel Windsor, but this was found to 
be impracticable, and the management 
of the Standard Fire very courteously 
offered the Board room of the Com- 
pany for that purpose. 


Intense earnestness characterized the | 


entire proceedings which were ani- 
mated throughout, becoming unusually 
spirited at times, particularly when the 
new commission program of the East- 
ern Union was under review. 
Meet Governor Wilson. 

Following a brief address of welcome 
by President Appleby, and the appoint- 
ment of various committees, the Asso- 
ciation members in a body called upon 
Governor Wilson, who met them infor- 
mally but very graciously in the recep- 
tion room of the Capitol building. Each 
of the visitors was presented to his 
Excellency by President Appleby, who 
later told the Governor of the purposes 
of the Association and what it was 
hoped to accomplish in the near future. 

United States Senator-elect Martine, 
who chanced to be calling upon Gov- 


ernor Wilson at the same time, also 
met a number of the insurance men. 
Roger Murray, of Plainfield, a leading 


local +" nt anda warm personal friend 
of the “farmer orator,” making the in- 
troductions. 

Considering Resolutions. 

The majority of the resolutions 
printed above were adopted, with but 
little debate, discussion chiefly center; 
ing upon the new commission program 
of the Eastern Union. 

Representatives from Paterson and 
Trenton felt that under the new ar- 
rangement they were being discrimi- 

















port to the president of this Associa- nated against, and held that relief 
FIRE AND LIFE INSURANCE STOCKS. 
(Quotations furnished by E. 8. BAILEY, Broker, 66 Broadway, New York City) 
: DIVIDENDS | Bid | agkea 
COMPANIES CAPITAL Approx. When price | price 
Annl. Div. Payable per ct. 
City of New York..---....---ceeeseeeeeeesees) $500,000 10 Q 200 205 
Common wealth........0.-.+se.eeceeeececeeee 500,000 10 JaJ 326 Jas 
ey sate aeeetencenseeereeres 2,000,000 50 J&J 1050 «1/65 
BEmMpire City ...-- 220 ccvccscccessccssseccscoses 200,000 8 Ja&JT 125 
Fidelity- Peesix. 2,500,000 10 V $20) 325 
German Alliance.. EAS BE BERR Fee 400,000 15 J&J 270 300 
German-American... Sda.vesccesecsesesscoes | Rn 30 JaJ 575 5R5 
Germania ($50) Fire ......---.....+.-+++:»+» 1,000,000 20 J&J 280 205 
BE PRED EEE iccseciccccccccsscccccesceccss}|  RMDD 30 Jad 1525 ‘9s 
lobe & Rut@ers...----cccec ccccccescscceses 400,000 40 | 4 475 500 
) 1,000,000 15 } T&JT 200 210 
33000;000 35 Jad 700 715 
200,000 10 | Jad } 165 | 175 
1,000,000 20 | Ja&aJ 290 | 305 
350,000 10 A&O 150 165 
pb 200,000 14 J&J eee 
Peter Cooper ($20) see eee ee eeee ee ceeeeeeerees 150,000 6 Jad 90 | 105 
EN a occis vnennsici iadsisicaexaensiad 400,000 10 | J&J | 155] 160 
United States (| 923) Pee 250,000 v } 90] 100 
Westchester ($10) ..-..-.------- ee eee e eeee ee 300,000 ‘40 | F&A | Sree 
Williamsburg City ($50) ....--....--.-------. 250,000 20 | S&S | 370) 395 
LIFE | | 
8 ok ac vid cn kaivn svn snSaenetee 2,000,000 15 Q | 650} 660 
Connec a ut Soneem.- cous haades aviduaa aoe 300,000 2 T&T | 250 ne 
Equitable .... eones 100.000 7 A | woo}... 
Germania.. Sade reherbdsdébibebanseeeeus 200,000 12 J&J 210 225 
Hartford Life....... LsdSuviicdoiewdocseeide 500,000 10 JaJ 50 mee 
Home Life.. bis édabsinnsovadorpesvesee. Ce 12 | M&N . ja 
TEI nv icaveenssvsictnsisieneul 100,000 26 | O€&F 400 | 425 
Metropolitan ($25) ............-.-.--++++++++, 2,000,000 7 M&N 155 | 175 
Prudential ($50)..... .. 2,000,000 10 Q | 450 500 
Travellers Hartford a 2.500,000 20 | | . 800 
United States Life........ | 264,000 | i J&JI_ |* 90! 1065 
V-No Information Q- Quetet A-Annually 





It was | 





NASHVILLE, TENN. 


PAID IN CAPITAL - $160,000 
125,000 


SURPLUS LINES 


D. C. SCHUPP & CO. 
159 La Salle Street, Chicago 


Lines placed anywhere in U. S. and Canada 
LIBERAL COMMISSIONS PAID 





PAID IN SURPLUS - - 





GENERAL AGENTS 
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| PENNA. and NEW JERSEY 


ARNOLD & WANNEMACHER PET TIBONE & KROUSE 





REPRESENTING 
Teutonia of Allegheny, Pa. PHILADELPHIA, PA. 
Humboldt of Allegheny, Pa. 
German American of Pittsburgh, Pa. OPERATING IN 
Detroit of Detroit, Mich. TENN., KY., PENNA. and WASH. 





438 WALNUT ST., PHILA., PA. 














Established 1864 


E. 


Telephone 2817 Rector 


S. BAILEY 


——DEALER 


Fire Insurance Stocks ‘A Specialty’ 
66 BROADWAY ee NEW YORK 








NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 
JAMES NICHOLS, President 


STATEMENT, JANUARY Ist, 1911 


ASSETS LIABILITIES 
Bonds and Stocks....... .....$7,491,467.60 Capital Stock... ..$1,000,000.00 
Loans on Bond and Mortgage. 1,470,175.00 eserve for Re-Insurance...... 6 ,075,294.78 
Real Estate unincumbered.... 657,740.69 mene _ Quistandie Le Losses Me pri 
Cash on hand and in banks... . 393,990.34 Special Reserve for Contingent —— 
Cash in hands of Agents....... 778,919.71 iabilities................... _ 300,000.00 
Net Surplus. . . 2,645,909.35 


$10,792,293.34 
SURPLUS TO POLICYHOLDERS $3,645,909.35 


" $10,792,293.34 











“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 
(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 


QUEEN 


ins. Co. of America, Losses Paid - - $83, 000, 000 
SEW YoPx. || Losses Paid in U. 8. - $27,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 


Company’s Building, 38 Pine Street 


NEW YORK 








TALLMAN & SEARS 
NEW YORK AND NEW JERSEY 
SUBURBAN AGENTS 
FIREMEN’S INSURANCE CO, OF NEW JERSKY 
ST. PAUL FIRE AND MARINE INS. 0. 
WESTERN INSURANCE CO., PENNA. 
80 WILLIAM ST., NEW YORK CITY 


JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 














TORONTO 
CHICAGO 


NEW YORK 
LONDON 


McLEAN STINSON & CO., Ltd. 


Surplus Line Underwriters 
43 CEDAR STREET 
New York 
Telephone 264 John 
$25,000 Binder at London Lloyds 


H. G. HARRIS & CO. 


Fire Insurance 
ATLANTIC CITY, N. Je 


Representing Eighteen Lea: Leading 
Fire — 








Atlantic City onl Vicinity 


Have desirable opening for 
another strong company. 
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should be granted them. To a man it 
was asserted, the Trenton agents had 
declined to sign the Eastern Union 
agreement, while the Paterson men 
have petitioned their companies for a 
hearing in the matter. 

Both cities, it was stated, are large 
manufacturing centers, fully 85 per 
cent. of the premiums being upon the 
15 per cent. class, hence the benefits 
that would accrue to the agents through 
the operation of the graduated commis- 
sion scale, it was claimed, would be 
slight indeed. Extended discussion 
finally resulted in the adoption of a re- 
solution holding in effect that policy 
writing agents in the two cities named 
should at least receive an overriding 
commission of 10 per cent., and that 
the Association lend its aid in attain- 
ing that end. 

Building and Loan Business. 

Another subject that provoked warm 
debate was the practice of certain 
building and loan associations of New 
Jersey in stipulating that insurance 
upon the property mortgaged to the or- 
ganizations, be placed through certain 
favored channels, to the detriment of 
the agents in the cities and towns gen- 
erally. 

B. B. Barkman of Hackensack, 
spoke for the resolution, strongly 
demning the practice, offered 
while some of the agents felt aggrieved 
at getting but 5 per cent. net upon 
business in their respective communi- 
ties, the local men of Bergen County 
were barred from making any commis- 
sions at all by virtue of the arrange- 
ments complained of. 

The condemnation resolution was 
adopted in its entirety, the president 
appointing as a committee to take up 
the matter with the Commissioner of 
Banking and Insuratice, Messrs. Bark 
man (chairman), Dickinson, Taylor, 
Kant and Skaff. 

Re-Elect Former Officers. 

The recommendation of the Commit- 
tee on Nominations that the former offi- 
cers of the Association be re-elected 
for the new year, was received with ac- 
clamation, and the official roster of the 
New Jersey Association of Local Fire 
Insurance Agents will continue to read 
as follows: 

President, F. 
Park. 


Frank Appleby, Asbury 


Vice-President, C. J. Adams, Atlantic 
City. 
Secretary-Treasurer, S. Merchant 
Meeker, Elizabeth. 
Broker’s Pledge. 
The form of pledge required of brok- 
ers by the Association of Fire Under- 


writers of Trenton, reads as follows: 
In consideration of the commission or 
brokerage of ten per cent., as provided for 
and to be paid by members of the Trenton 
Board of Fire Underwriters, I hereby promise 


and agree that I will not, directly or in- 
directly, make any rebate to the assured, 
nor directly or indirectly pay to or divide 


*ker’s cer- 
brokerage, nor 


with any person not holding a bre 
tificate any commission or 
will I receive from any company or agent, 
directly or indirectly, any remuneration for 
business placed with them in excess of that 
permitted by the rules of the said Board; 
and I do hereby further promise and agree 
that I will not place any insurance en risks 
located within the jurisdiction of the said 
Trenton Board of Fire Underwriters, except 
directly with the Trenton agents, until all 
the companies represented by said agents 
shall be filled up and I cannot secure there- 
from sufficient insurance, in which case I 
agree to file with the Secretary of the Board, 
within one week of so placing, a list of 
such outside company or companies in which 
same has been placed, with the name of the 
assured, location of risk and the amount of 
insurance given them. 


PE GU ti nbicr ee eadewats iu bbe wot ceeet creeeare 
CN I Sadek. ose wah cs eerie ee eendend eee ¥ 

Personally appeared before me this....... 
eevces Pee eee: 


the signer of the foregoing Broker's Pledg re 
who being by me duly sworr according to 
law, did on his oath promise to faithfully 
keep and carry out, in letter and spirit, all 
the pledges and covenants therein made. 


AGREEMENT. 
This agreement between the Trenton 
Board of Fire Underwriters (hereinafter call- 
ed the Board) and 


ee Cees an insurance broker (hereinafter 
called the broker), witnesseth that: 
THE BOARD AGREES: 

1. To give the broker, upon receipt of the 
payment hereinafter provided for, a certifi- 
cate which, for a year from its date of is 
suance, unless sooner cancelled as hereinaf- 
ter provided, shall entitle him to receive 
from members of the Board, on contracts 
of insurance effected by him with them, the 


current rate of brokerage and commission 
established by said Board, to wit, ten per 
cent. 


THE BROKER AGREES: 

2. To act only as the agent of the as 
sured in placing contracts of insurance; 

3. To pay to the Board, upon receipt of 
the certificate, two dollars and fifty cents 
($2.50) to cover postage, clerical and other 
expenses; and during the continuance of 
such certificate— 

4. To observe and abide by the rules now 
provided in the agreement of the Trenton 
Goard of Fire Underwriters, and any changes 
or amendments thereof; 

5. To make correct answers to any and all 
questions that may be put to him from time 
to time by any standing committee or of 
ficer representing the Board, and to produce 
all books, papers and accounts in his posses 
sion when requested to do so by any such 
committee or officer, when engaged in in- 


vestigating a charge of violation or other 
complaint lodged against him: and to accept 


as final the decision of the Mercer County 
Committee’ of the Middle Department Asso 
ciation with respect to such charge, whether 
such charge relates to an occurrence transpir- 
ing during the continuance of this or any 
previous certificate. 
AND IT IS MUTUALLY 
6. That the 


AGREDD: 
consideration for this agree 
ment is the mutual benefit and advantage 
to be derived by each party therefrom, and 
that said consideration is good and sufficient: 

7. That this agreement may be terminated 
and the certificate above referred to can 
celled at any time by either party, upon ten 
days’ notice thereof to the other of such 
intention. 





EXTENDING AGENCY OPERATIONS. 


Pittsburg Fire Enters New York, New 
Jersey and Massachusetts Under 
F. C. Sturtevant’s Management. 
Pittsburg Fire Insurance 
pany of Pittsburg, Pa., which 
increased its capital stock, and which 
has been actively in business for 60} 
years, is arranging to enter the States | 
of New York, New Jersey and Massa- 
chusetts, and in connection with the 
California Insurance Company will ai 





The Com- 


under the management of Frank 
Sturtevant in the territory named. 
As stated, the Pittsburg has been en-| 


gaged in the fire insurance business for 
sixty years, and during that time has 
the unique and highly commendable 
record of not having paid less than a 
16 per cent. dividend in any year. 

Its officers and directors are men of 
the highest standing in the great in- 
dustrial metropolis, and the Company 
enjoys an excellent reputation for fair 
dealing. 

The financial standing of the company 
on December 31, 1910, was as follows: 
Admitted assets $551,794: losses in 
course of adjustment $15,771: reserve 
for reinsurance $129,949; accrued taxes, 
etc., $5.719: capital, $200,000: net sur- 
plus, $200,356, making a surplus to pol- 
icvholders of $400,356. 

The company has made a good choice 
in becoming a running mate for the 
California. Mr. Sturtevant 
high esteem by the local agents in the 
eastern field and has given a good ac- 
count of himself as an underwriter. 





First of the Season. 


High praise is due the Standard Pub- 
lishing Company, of Boston, for its 
enterprise in issuing so promptly its fire 
insurance chart for 1911. The value of 
2 publication of this nature in large 
measure depends upon the date of its 
receipt, and in issuing thus early, the 
Standard people have placed the fra- 
ternity under a pronounced obligation. 





Chief John E. McFadden of the Mem- 
phis fire department has asked that a 
considerable improvement be made in 
the equipment of the department this 
vear. He has made up his estimates 
and the budget as seen by Chief Me- 
Fadden will run $65,000 above last 


year's cost of the department to the 
city. 








| 
| 
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HON. GEO. A. COX, President 


W. R. BROCK & JOHN HOSKIN, K. C., 
Vice Presidents 


fl. MEIKLE, General Manager 
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HERBERT BUXTON, Pres. and Mgr. 


Buxton Insuring Agency 


63 William 8t., New York 
Excess Lines handled anywhere. 
connections at Lloyds, London. 


CORRESPONDENCE SOLICITED. 


3.779. ' seo. 7 4154.610.10 
mary ti 70 ag he 
Tee 49 
MANCHES ~~ 9st or oo 

— ——s 
4.310.636.19 | 1.257, 056.25 

___4.500.404.12 | 

_4.86!. je. ra | 


5.196.017.46 


1.322.978 14 


1408.68! 54 








1,510,064 23 


TOTAL LIABILITIES $2,585,953.23 
POLICY-HOLDERS SURPLUS $2,610,064.23 
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THE SCRANTON FIRE INSURANCE COMPANY 


SCRANTON, PA. 
«NOT THE OLDEST—NOT THE LARGEST—JUST 





AS GOOD” 


Agency Connection Solicited Where Not Represented 











SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 
United States Branch, 100 William Street, New York MORRIS L, DUNCAN, U. S, Manager 
ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in doing so 








CALIFORNIA INSURANCE CO. 
OF SAN FRANCISCO, CALIFORNIA 
New York Standard Statement, Jan. 1, 1910 

CAPITAL - = - $400,000 

All Liabilities, including sen . 563,113 

Total Assets - - - 1,125,418 

SURPLUS to Policy Holders - 562,305 


This Company has a record unequaled in the 
history of the Insurance business 
FRANH C. STURTEVANT 

_ MANAGER EASTERN DEPARTMENT 


CONFLAGRATION PROOF FOURTH AND WALNUT STREETS, PHILADELPHIA 
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100 WILLIAM STREET - - - - 


T. A. DUFFEY 


INSURANCE ' 
84 WILLIAM STREET NEW YORK 








Lines BOUND and WRITTEN in Excellent Companies throughout 
United States, Canada, Mexico and Cuba 














WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 
ALLEMANNIA FIRE INSURANCE OO. OF PENNA. 
CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANCE CO., of Georgie. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE iNSURANCE GO., of Onle 


New York 
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CUBAN LOSS OF PROFITS. 





Liverpool & London & Globe Offers 
Indemnity—Advantages of the 
Protection. 





The Liverpool & London & Globe In- 
surance Co., says the Journal of Com- 
merce and Commercial Bulletin, is 
offering insurance against loss of profits 
consequent upon fire, boiler explosion 
and*engine breakdown. The disastrous 
effects of a fire are not to be measured 
by the actual value of the property de- 
‘stroyed. A fire causing material dam- 
age to the extent, say of $1,000 only, 
might indirectly entail losses amount- 
ing to thousands of dollars. For ex- 
ample, the destruction of the engine 
house of a mill or of delicate and com- 
plicated machinery, which could only 
be replaced after a considerable inter- 
val of time would involve losses far in 
excess of the actual damage done to 
the property. 

A “loss of profits” policy not only 
maintains the net profits of a mill but 
provides for the payment of standing 
charges during the stoppage, which 
otherwise would have to be met out of 
capital or from reserves intended for 
other purposes. 





RE-INSURANCE ILLEGAL. 





Mississippi’s Commissioner Asserts In- 
ter-Insurers Cannot Place Business 
With Unlicensed Concerns. 





Feb. 18, 1911.—Insur- 
Henry to-day, in 
from Bruninin & 


Jackson, Miss., 
ance Commissioner 
reply to a letter 
Hirsch, lawyers, of Vicksburg, Miss., 
gave the first decision ever given in 
Mississippi, or perhaps, elsewhere, rela- 
tive to the right of inter-insurance or- 
ganizations reinsuring their risks in 
unauthorized companies. These law- 
yers gave. it as their opinion that the 
inter-insurers were under no restric- 
tions whatever in this respect. 

Mr. Henry holds that inter-insurance 
organizations cannot reinsure any part 
of their risks in Mississippi unless they 
place it in companies that are licensed, 
and he even doubts whether they can 
do it under those circumstances. He 
says in his opinion, there is no warrant 
of law, or ‘was it ever contemplated 
that they could be permitted to re- 
insure any part of their business, and 
states that even licensed companies, in 
their re-insurance contracts, are con- 
fined to the authorized companies, a 
provision that has always been recog- 
nized as just and proper. 


He says that inter-insurance com- 
panies pay no premium taxes; whereas, 
all the other licensed fire insurance 


companies are required to do so, and 
that to permit the inter-insurers to not 
only do a direct, but a re-insurance 
business in addition, would result in 
not only depriving the State of a large 
sum of revenue, but in addition, would 
enable them to place risks, if they so 
desired, in companies that are not, and 
could not be licensed, and of placing it 
in companies that are either insolvent 


or whose status might be open to 
serious question. 
He says that while the legislature 


gave these companies many advantages 
over licensed companies, the right to 
re-insure in unauthorized companies is 
strikingly missing. There is only one 
of these companies licensed in Miss., 
though six or eight have applied for 
license. 





The Commission Question. 





The ferment among fire insurance 
agents about commissions has become 
widespread, and inevitably the legisla- 
tures will take a hand in the trouble if 
the high contracting parties do not set- 
tle the outstanding questions them- 
selves. Already in Indiana there is a 


bill to force uniform commissions in all 
agencies, Union and mixed, and in Ok- 
lahoma there is a memorial emanating 
from the local agents asking for legis- 


lation to make contingent with flat 
commissions compulsory. The conten- 
tion of the memorialists—evidently for 
the persuading of the legislators—is 
that the contingent plan promotes the 
reduction of the fire waste and many 
other evils by inducing the closer in- 
spection of physical and moral hazards 
by the intensely interested agent. In 
curious contrast to the longings of the 
Far Western agents are those of their 
fellow agents of the Southeast, who are 
dissatisfied with their inclusion in the 
Eastern Union’s regulation of contin- 
gent commissions, and have agitated for 
the graded form until it has been con- 
ceded by the Union. Business cond- 
tions in the two sections of the country 
may account for this, but it will not be 
surprising if the legislators who are 
burning to make-over the business will 
want the reasons for the difference. 
That the Eastern Union having an in- 
timate knowledge of the situation has 
acted wisely in meeting the wishes of 
the Southern agents in recognizing the 
principle of graded commissions for the 
South is undoubted, and it remaias only 
to arrange the details of a workable 
plan for that territory—Weekly Un- 
derwriter. 





PROMISED FOR JUNE 1. 





Expected That National Exchange Fire 
of Texas Will be Underway 
Soon. 





In order to associate with Gilbert Hay 
in promoting the National Exchange 
Fire, of Waco, Tex., Charles A. Weath- 
ered has severed connection with the 
Mecca Fire, of the same city, of which 
company he was an officer and director. 
The National Exchange Fire plans to 
have a million dollars capital, and to 
such purpose has its organization been 
pushed that Messrs. Hay and Weath- 
ered confidently count upon its begin- 
ning business by June 1. 





Discontinues General Agency. 





The general agency of the Camden 
Fire, for sometime maintained by 
Royer Bros. & Co., at Wilkesbarre, Pa., 
has been discontinued as of March 1. 
Arthur E. Royer, of the agency firm, 
will, as special for the Camden, cover 
the territory now under his jurisdiction 
as general agent. 





18,000 Shares Turned In. 

Fully 18,000 of the 20,000 shares com- 
prising the capital stock of the Com- 
mercial Fire, of Washington, D. C., 
have been turned over to the Protec- 
tive Corporation of Syracuse. 








Filth at Rockhill, S. C. 





Deputy Insurance Commissioner B: A. 
Wharton of Rockhill, S. C., has com- 
pleted his fourth inspection of Rock- 
hill and has told the people of that 
community that he is surprised that 
they have not suffered from configra- 
tion and epidemics of disease as well. 
Mr. Wharton found that little or no ef- 
fort had been made in any part of the 
community to take care of the accumu- 
lation of filth and trash and he warned 
the citizens that they must not be as- 
tonished if they met disaster. The 
Rockhill papers gave prominence to Mr. 
Wharton’s statements and it is possible 
that conditions may be somewhat im- 
proved. 





OF PERSONAL INTEREST. 





(Continued from page 10.) 

had adjourned were compelled to wait 
several minutes for the elevator of the 
building to take them down. When it 
finally approached, one of the company 
men stepped aside and waved Mr. 
Hughes ahead and another took his 
arm. He appeared to be much amused 
by this attention and turning to the 
two said: “Oh, that's all right gentle- 
men, you know I’m not with the in- 
surance department now.” 





New York New Jersey Pennsylvania’ New England 





GENERAL AGENCY OF 


EDWARD E. HALL 


45 Cedar St., New York 





CHARLES S. CONKLIN, Sup’t of Agencies 





Representing Dixie, Peorles National, Central National, Ins. Co. of 
the State of Illinois, Metropolitar., Equity and County 
Fire Insurance Companies. 
No overhead writing. 
Five special agents. 


Excellent reinsurance facilities. 
All losses adjusted and paid by us. 








LOGUE BROTHERS & CO. 
249 FOURTH AVE., PITTSBURG, PA. 


GENERAL AGENTS 
REPRESENTING THE 
GEORGIA HOME INSURANCE CO. 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 











HUDSON UNDERWRITERS 


COMPOSED OF 
Lumber Insurance Company of New York 
AND 


Adirondack Fire Insurance Company 
84 WILLIAM STREET NEW YORK 


GRINNELL AUTOMATIC SPRINKLERS 


STEAM AND HOT WATER HEATING AND POWER PIPING 











GENERAL FIRE EXTINGUISHER COMPANY 


Executive Offices - - - - - Provipence, R. I. 











Calumet Insurance Company 
CHICAGO 














Surplus Lines London Lloyds 
(Guaranteed Underwriters Only 


We can furnish you two policies covering up to $60,000 on a single risk 
in seventeen (17) syndicates composed of 116 guaranteed names of 
London Lloyds Underwriters that accept American fire business through 
our office. Immediate binders given ; 10% commission paid. If you are 
short of insurance send us full information, including list of the principal 
represented companies and amounts they carry. 


We invite your patronage and promise careful attention to your 
interest. 


MARSH & McLENNAN 


New York Office, 54 Wiiliam St. Chicago Office, 159 La Salle St. 
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RECEIVE COLD CONSOLATION 


SAYS VICE- PRES. W. W. J. GARDNER. 
Commercial Casualty of Newark Vic- 
torious in Jersey City Case— 
History of Trouble. 


Referring to a case decided by Vice- 


Chancellor Garrison in Jersey City in 
which he refused to enjoin the Com- 
mercial Casualty Co. of Newark from 
writing further new business until the 
validity of the Gray-Mandeville Agency 
contract was determined, Vice-President 
W. J. Gardner says: 


“We have all along contended that 
this injunction proceeding was brought 
by the Gray-Mandeville Co. to obtain 
an expression of the Court’s views which 
might enlighten them in the Civil and 
Chancery *cases at bar. If this be so 
there is cold consolation for them as 
being pressed in the injunction pro- 
ceedings the Court by inference, in our 
opinion, indicated the possible results 
in a further determination of the legal- 
ity of the Agency contract in the 
Chancery action and the probable extent 


of damages in the Civil action.” 

The entire history of the fight between 
the company and the agency corpora- 
tion was brought out in the action re- 
ferred to, but Vice-Chancellor Garrison 
in refusing to grant the injunction said 
he failed to see that there had been 
any bad faith on the part of the in- 
surance company. 


History of the Case. 

The Newark Star of February 11, con- 
tained the following history of the case: 

“When the casualty company was 
first formed a ten-year contract was 
given the agency, making it the sole 
agent of the company in New Jersey, 
New York and other large States. When 
an attempt was made to get into the 
New York field the inspector of insur- 
ance of that State refused to admit the 
company on the grounds that the con- 
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tract with the agency allowed the latter 
too much control, and that the Gray- 
Mandeville Company, in promoting the 
company, had received more than 5 per 
cent. of the capitalization for promotion 
expenses. 

Thus it became necessary for the 
Casualty Company, if it entered the 
New York field, to abrogate its contract 
with the Gray-Mandeville Company. 
When it became known that the con- 
tract was improvident, and had, more- 
over, been entered into by a dummy 
board of directors dominated by the 
Gray-Mandeville Company, legal coun- 
sel for the company advised the sub- 
sequent board of directors to abrocate 
the contract. 

“For some time negotiations between 
the two concerns looking to a settle- 
ment of the matter were carried on, 
but a mutually satisfactory agreement 
could not be reached, and the agency 
started a civil suit for $100,000 damages. 
Subsequently another suit was started 
in chancery to determine the validity 
of the contract, and still another, pur- 
porting to come from various stock- 
holders having the same purpose. Then, 
in order to bring the last two suits to 
a head, the injunction was asked to 
restrain the company from selling in- 
surance until the validity of the con- 
tract was settled upon in chancery, but 
this was denied yesterday. 

“For some time it was thought by a 
number of stockholders that a settie- 
ment between the two companies couid 
be brought about, even after Gray- 
Mandeville Company had started the 
$100,000 suit for damages. In view of 
the turn the affair took yesterday, how- 
ever, it is thought that the casualty 
company will let the matter rest and 
let the agency do the fighting, confi- 
dent that the latter will in the end be 
unable to get anything out of it. 

“According to an affidavit presented 
by William J. Gardner, vice-president 
and general manager of the company, 
at the hearing yesterday he was struck 
with the improvidence of the contract 


MILLIONS IN LIVE STOCK 


BUT LITTLE UNDER PROTECTION. 





Some Facts About a Much Neglected 
Business—Opportunity for 
Local. Agents. 





In this age of automobile mania, there 
seems to be a wide-spread opinion that 
the horse is a fast disappearing element 
in our economy. Those, however, who 
are required, either for business or 
pleasure, to purchase occasionally one 
of these animals, have come to realize 
that a good horse is a thing of high 
value and occupies a constantly rising 
market. To the unthinking, the auto- 
mobile sounded the death knell of the 
horse for either business or pleasure, 
but the facts are a very striking refuta- 
tion of this assumption. During the 
past ten years, covering the period of 
greatest automobile activity, there has 
been an increase in this country of 6,- 
000,000 head of horses. Furthermore, 
the prices now are higher than ever 
before. 

Three Billion Dollar Industry. 

Behind these facts, there is an im- 
portant insurance lesson. Here is a 
great valuation, estimated in this coun- 
try to amount to $3,500,000,000 covering 
the horse alone, little of which is under 
insurance protection. The live stock 
insurance business appears to have 
scarcely touched the field of usefulness 
which it wais devised to fill. The so- 
liciting end of the business does not 
even make a pretense at cultivation in 
the thorough manner that the import- 
ance of the industry involved would 
justify. 

Are not the fire insurance local agents 


as soon as he became connected with 
the company and entered into negotia- 
tions with the Gray-Mandeville agency 
for at least part of the contract. Such 
an agreement was never consummated 
and the company had to rescind the con- 
tract altogether.” 
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pear a very important phase of 
their business in not taking up live 
stock insurance? Of course, the busi- 
ness would not come in any great vol- 
ume at first. It might not appear to 
pay on a preliminary trial. But the 
same argument was advanced against 
all of the newer branches of insurance 
when they first came before the public. 
All they needed, however, was cultiva- 
tion and to-day handsome incomes are 
being made out of the very things that 
a few years ago were declared to be 
visionary. 
The Field and the Opportunity. 


Some interesting statistics appeared 
recently in the Live Stock Journal 
which go to show that the 2,000,000 


horses in the state of Illinois alone are 
valued at more than all the automobiles 
in the world. Without stopping to ver- 
ify the statement, it will serve at least 
to indicate the enormous amount of 
money that is represented in horses and 
the very great need for indemnity where 
such a risk is involved. The total esti- 
mated valuation of the horse-flesh in 
this country, mentioned above, is said 
to be $1,000,000,000, more than the value 
of all the cattle, sheep and hogs. It 
is also said to exceed the value of our 
cereal crops by $500,000,000. 

There would seem to be no reason 
why every fire insurance local agency 
should not also represent a live stock 
insurance company. The business woula 
not be at all outside of the agent’s 
regular field and routine. When so- 
liciting fire, liability or any other form 
of insurance, live stock should be 
handled in connection with it as a mat- 
ter of course. 

As to the influence itself, it very 
comprehensive and when once under- 
stood by the people generally would be 


very easy for the agent to secure. Live 
stock insurance covers the event o> 
death from over one hundred diseases 
ais well as from accident, fire, lightning 


and one company at least also includes 

insurance from theft. The policies are 

usually written for one year only, the 
(Continued on page 18.) 








Railroad Bonds.......... 
Cash on hand and in bank 


Interest due and accrued. 


ce eee eeecesece " 


Premiums not over three months due in course of collection 


Lenten Guarantee & Accident Co., 


of LONDON, 
Fighteenth Annual United States Branch Statement 


ENGLAND 





December 31, 1910 





ASSETS 


State, Government and Municipal Bonds. 


+ eeeee $1,386, 273.40 
980,312. 
187,623. 
32,278. 


520,477.27 


$3,106,964.93 


Head Office, 206 La Salle St., Chicago 
Liability, Accident, Health, Burglary, Boiler and Credit Insurance 


LIABILITIES 
Claim Reserve: 
Liability Department (In compliance with laws of 
States of N. Y., Mass., Ill., Conn. and Cal.) $795,945.46 
Credit Department. ........-+++-- 124,763.32 
All other Departments... . (be aenens 44,545.41 
Contingent Reserve Maintained by Company.....-. 100,000.00 
Reserve for Reinsurance (incl’dg $146,921.85 Credit Reserve) 1,033,187. 36 
Reserve for State Fees and Taxes... wae 30,000.00 
Reserve for Commissions on Lewmnanicen premiums anc ; all 
other liabilities... . .. 154,333.37 $2,282,774.92 
Surplus to Policy NE siwdsideestands 824,190.01 
$3,106,964.93 
$2,552,085.98 


Deposited with Insurance Departments and United States Trustees, 


F. W. LAWSON, General [lanager 


Ltd. 





F. J. WALTERS, Resident Manager 





45-49 Cedar Street, New York City 


ELMER A. LORD & CO., Resident Managers New England Department 
145 Milk Street, Boston, Mass. 


THEO. W. STONE, 


JOSHUA G. HARVEY, Resident Agent 


Resident Manager 


423 Walnut Street, Philadelphia, Pa 


701-2 American Bldg., Baltimore, Md. 
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SPECIAL TALKS WITH LOCAL AGENTS 





Sales managers of big en- 


Pianning terprises are all pretty 
Future well agreed that there is 
Business. one kind of a great pro- 


ducer whom they would 
rather not have on their staff. He is 
the spasmodic, skyrocket, record break- 
er, who in the psychoiogical moment 
can produce amazingly, and then will 
drivel along, diminishing to nothing 
until another spasm arrives. The rea- 
son such a man is unwelcome in well 
organized enterprises, is that he does 
not constitute a working unit of the 
concern, he is uncertain, an unknown 
quantity, and that is abhorrent to busi- 
ness system. 

Some lessons on the methods of pro- 
duction for insurance salesmen in any 
line, can be derived from an observa- 
tion of the way the companies approach 
this question. Taking, say, the busi- 
ness that was produced during the past 
year, or month, an estimate is made of 
what might be expected for the ensuing 
year or month as the case may be. To 
this is added an amount that would 
constitute a normal increase for the 
period, and this total is made the mark 
to reach, any falling short of this 
amount is construed as a step backward. 

This method is the proper one for 
the agent to pursue in planning his 
campaign for any period. It sets a 
definite object in view; encourages sys- 
tem in the work; and better than all, 
it trains a man to uniform production, 
in season and out. Instead of waiting 
for improved conditions, or a more favor- 
able season, he becomes accustomed to 
<eep up an average of production and 
can tell at any time whether he is run- 
ning behind and is thereby encouraged 
o redouble his efforts to keep up to 
his mark. 

There is admitted to be a deep psy- 
chological significence in setting a goal 
in any endeavor. When a man firmly 
determines to attain a certain end, he 
unconsciously turns every little circum- 
stance into a means to this object. He 
it constantly before him and it be- 
comes a source of enthusiasm and in- 
spiration. Our whole existence is a 
ceaseless climbing and reaching out and 
there is no more pitiable spectacle than 
the aimless person. They have no pur- 
pose in life and obstruct the progress 
of others. Of all men the insurance 
salesman should have a definite purpose 
and work with method and precision. 
Shiftless, haphazard canvassing is the 
unproductive effort imaginable. 

+ * 


has 


most 


Burglary insurance is not 
by any means in a de- 
sirable condition from the 
standpoint of the com- 
panies. It is the common 
experience that the great volume of 
the business is of the most hazardous 
class. In fact, this is practically the 
only kind that comes to the burglary 
writing companies unsolicited. The 
commercial burglary risks located in 
undesirable neighborhoods are, as a 
matter of fact, plentiful enough and 
there is little of this business that has 
to go begging. 

This is not a good 
tion, for the volume of any company’s 
business in any should be well 
balanced; it should have a good quan- 
tity of the more select, preferred classes, 


Cultivating 
Residence 
Burglary. 


insurance condi- 


line 





to offset the very hazardous nature of 
the great bulk of burglary insurance. 
The necessity for this is well illustrated 
by the fire insurance business. The 
companies are very careful to limit 
themselves in accepting risks in the 


more hazardous sections of a city, and 
in great cities it is sometimes very diffi- 
cult indeed for an owner of high valued 
property in the congested districts, to 
get sufficient insurance to cover his 
property. Then, too, the fire insurances 
companies are keen in their persuit of 
residential property which is the pre 
ferred class of business. 


Another lesson which can be drawn 


from the fire insurance business, is in 


the amount of insurance carried compar- 
ea to the risk involved. In order to in- 


duce the insured to carry an amount | 
of insurance that will come reasonably | 


near covering the risk so that every loss 
on policies will not be total, the co-in- 
surance clause was introduced and the 
property owner who carries eighty per 


| There 


cent. of the value of his property, gets | 
| to adding one more field of activity to 


the advantage of a reduced rate; and if 


at the time of a fire he does not carry | 


insurance to that proportion, he becomes 


a co-insurer with the company on his | 


own property and shares the loss with it. 

In burglary insurance the practice is 
all in the other direction. The amount 
of the insurance carried is usually a 
mere trifle compared to the risk in- 
volved, and the consequense is that 
when a loss occurs it more often than 
not far exceeds the amount of the policy 
and makes a very heavy loss experience 
for the burglary insurance companies. 

What is needed in the business is a 
greater cultivation of the better classes 
of burglary insurance. The men who 
solicit this business naturally enough go 
after the lines that are easiest to write 
and these lines are always the least de- 
sirable. With such a large field and so lit- 
tie competition, it is surprising that more 
men do not make a special effort in this 
direction. Certainly any agent who can 
show a good volume of the better class 
of burglary business would be received 
with open arms by any burglary insur- 
ance writing company in the land. This 
is something they all want and want 
badly and it is the men who can supply 
the demands first and while they are 
strongest who make the big successes 
in business. 





NEW COMPANY EXECUTIVES. 





H. R. Woodward Elected Vice-President 
and T. E. Gaty Secretary of 
Fidesity & Casualty. 





The field force of the Fidelity and 
Casualty Company, of New York, will 
sreatly appreciate two head office elec 
tions held on the 15th. One was the 


elevation of H. R. Woodward to the sec- | 


und vice-presidency of the corporation, 


and the other the selection of Theodore | 


FE. Gaty as secretary. 

Both are men of large capacity, and 
have been in the employ of the Fidelity 
and Casualty for many years, Mr. Wood 
ward as superintendent of the personal 
aecident and health department and 
Mr. Gaty as superintendent of the lia- 
bility branch. Fach of the new officials 
is widely and very favorably known to 
he underwriting fraternity. 





WORKING FOR UNIFORMITY. 





Burglary Underwriters Considering Mer- 
cantile Tariffs—Garrison Secre- 
tary of Association. 

F. S. Garrison, assistant secretary of 

New Amsterdam Casualty Compa- 
ny, is now secretary of the Burglary In- 
surance Underwriters Association, hav- 
ing been so elected at a meeting held 
on the 15th. 

A committee was appointed to take 
up for members of the organization a 
uniform mercantile rate sheet, which, it 
is planned, will supplant the numerous 
independent efforts now in vogue. 





In the Surety Association. 





3oth the Fidelity & Casualty Compa- 
ny and the Ocean Accident & Guaran- 
tee Corporation, have joined the Sure- 
ty Association of America. 





LIABILITY BILL FOR MARYLAND. 


from page 8.) 
Pembroke Thom, 


(Continued 
phy, Robert FE. Lee, J 


Thomas J. Keating, W. Calvin Chest 
nut, W. Mason Sheehan and T. Allan 


Goldsborough. 
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(Continued from page 17.) 
agent being entitled to full commission 


| on renewals. 


Live stock insurance is destined to 
have a big development in the future. 
is a need for this class of in- 
demnity and it is waiting an enlighten- 
ing of the public by the. men in the 
field, the local agents to bring it into 
its own, Any agent who is not opposed 


his agency, would do well to get in 
touch with one of the first class live 
stock insurance companies. 











The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manager 


Employers’ Liability Buiiding, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 





Capital, $400,000 





WHILDEN & HANCOCK 
105 WILLIAM STREET, NEW YORK —- 


General Agents in New York and New Jersey for the 


PACIFIC COAST CASUALTY COMPANY, SAN FRANCISCO, CAL. 


Admitted Assets, $972,387 


Writes: Liability, Fidelity, Surety, Court, Contract, Burglary 
and Plate Glass Insurance 


Net Surplus, $276,754 








SURETY BONDS 





Take a look at our 


New York Office 


56 Maiden Lane 


THE BANKERS SURETY Co. 





CLEVELAND 





Assets 


Liability. 


FRANK E. LAW, Vice President 
*FREDERICK.R JONES, Asst. Secretary 


THE FIDELITY AND CASUALTY COMPANY 


97 to 103 CEDAR ST., NEW YORH CITY. 
SG PEEING te 5 Hs PER OOO RET $9,607,864.46 


Capital and Surplus......... 
Losses paid to June 30,1910............. 


This Company grants insurance as follows: 


Bonds of Suretyship for persons in positions of trust, Fidelity Bonds, Burglary, 
Plate Glass, Steam Boiler, Fly Wheel, Employers, Public, Teams, Workmen’s 
Collective, Elevator and General Liability ; Personal Accident, Health Physicane’ 


OFFICERS 
ROBERT J. HILLAS, President 


C. E. SCATTERGOOD, Asst. Secretary 


3,378,053.64 
..33,065,866.09 


HENBY CROSSLEY, Asst. Secretary 
GEORGE W. ALLEN Asst. Secretary- 








casualty business. 





E are in position to consider applications 


of department managers for all lines of 


Southwestern Casualty Co. 


SAN ANTONIO, TEXAS. 
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BANK BONDS. 





Bank Deposits Under-insured—What 
Additional Indemnity Should 
Be Had. 





Out of the collapse of the Northern 
Bank in New York city has arisen some 
complaint about the disparity between 
the amounts of city funds deposited in 
chosen banks and the amounts of the 
depository bonds. 

The Northern Bank was bonded in 
the city’s favor for $100,000, but the 
city had on deposit $150,000. Now the 
city stands to wait a long time for the 
State banking department to pay over 
the excess in the liquidation, or, per- 
haps, stands to lose the difference of 
$50,000 altogether. 

As a rule, municipalities can ill af- 
ford to have ready cash tied up in re- 
ceiverships. Taking the chance of that 
misfortune, or worse, with the city’s 
funds is hardly the most careful kind 
of government. But the practice of de- 
positing in a bank more than is insured 
by the depository bond is one move in 
the game of politics as played in a good 
many places besides New York. 

Under-insuring a bank deposit is a 
practice based evidently on an expec- 
tation of recovering the excess in the 
receiver’s settlement. On this theory 
the surety company will pay the 
amount of the bond, the receiver the 
rest, and the city will be safe from loss 
while helping a good friend attached to 
the favored bank. 

Now consider the other side of this 
practice. If the municipal officers owe 
it to the taxpayers, as they certainly 
do, to insure any of the city’s money 
entrusted to banks, why not all? Once 
in a while the loss in a bank failure is 
total. City officers seldom know, and 
less often stop to think, when that dire 
situation will catch the public funds 
and saddle the officers with the respon- 
sibility for a heavy financial blow to a 
community. 

Thirdly, the city is sure to lose for 
months the use of the money tied up 
in a receivership, and to lose for all 
time the interest on the money during 
the period of settlement. 

Information that a public official is 
depositing more than the amount of a 
bank’s bond might offer a persuasive 
agent an opportunity to write another 
bond to cover the excess. The official 
is undoubtedly aware of the risk he is 
running, and will readily undertake to 
defend his course. With the argument 
ence opened, the agent has his chance. 
—‘“Bulletin” of the United States Fidel- 
ity & Guaranty Company. 





ARCHITECTS. 





Surety Agents Should Cultivate the 
Plan Makers in Their Search 
for Business. 





In seeking Contract Bonds, the agent 
should go after the architects. An ar- 
chitect can do much good or harm to 
an agent. He practically controls the 
bonds of contractors. 

When an architect’s plans are ac- 
cepted for a building, the architect be- 
comes the supervisor of that building. 
He supervises the construction. He 
watches the material that goes into the 
building to see that it is up to the 
standard. He passes upon the amount 
of work that the contractor and his 
men have performed each month, and 
the contractor is paid by the owner just 
so much as the architect certifies 
should be paid. 

An architect can make or break a 
contractor. Consequently, whether ne- 
cessary or not, and whether right or 
not, the average contractor will do al- 
most anything that the architect sug- 
gests. 

One agent in a large city owns a lit- 
tle farm some thirty miles out. In sea- 
son he invites every Saturday at least 
one architect to go out to this place to 
hunt with him. He has given them a 
little taste of a very enjoyable sport, 
and they have handsomely reciprocated 
by throwing much business his way. 

Another agent happened to hear that 


a friend of his was going to build him- 
self a rather elegant home. He called 
him up and ascertained that he had not 
selected his plans as yet. So he said 
that he was lunching with Mr. : 
, an architect, that day, and to 
come on down and join them; that he 
might get some ideas that would bene- 
fit him. It is understood that some- 
thing was served besides mere food. 
But, anyway, that architect got the 
work, and the owner was much pleased, 
and the agent commenced getting some 
new contractor-customers that the 
architect sent over. 

The above illustrations may be un- 
necessary so far as trying to show you 
how to get to the architect, but they 
show the importance of getting next to 
them.—‘Bankers Surety Bondman.” 











Surety Bond Report. 





Washington despatches state that 
starting probably next week the joint 
commission on surety bonds, which was 
appointed about a year ago, will begin 
sessions for the purpose of determining 
upon a report to Congress. This com- 
mission consists of Senators and Repre- 
sentatives and an elaborate compilation 
of government experience with bonded 
officers has been made during the past 
six or eight months by the use of a 
large force which has been employed by 
the commission. The work has been 
practically concluded and the results 
will be submitted to the commission on 
surety bonds as the basis for its recom- 
mendations to Congress. 

While it is not known what recom- 
mendations will be made, the under- 
standing is that there has been a decid- 
ed diminution in the strength of the de- 
mand for a government system of sure- 
tv bonding. It is at all events now so 
late in the session that no action what- 
ever is expected, 





Well Equipped for Business. 





With a complete reorganization of its 
local staff and remodeled offices at 84 
William street, the Fidelity & Deposit 
Company, of SBaltimore, is well 
equipped for handling casualty and 
surety business in New York City. 

John Baptiste, well known to the 
local fraternity, is manager of the cas- 
ualty branch, with especial supervision 
over the liability department. 

Chester M. Cloud is the assistant 
manager, and will be particularly re- 
sponsible for the burglary branch. 

The personal accident and health de- 
partment is looked after by A. J. Moul- 
try, while F. S. Giles will supervise the 
plate glass branch. 





“Story of a Broken Rail.” 





Charles F. Thain, superintendent of 
the agency department of the Pruden- 
tial Casualty Company, of Indianapolis, 
is the author of a well-written booklet 
titled as above. 

As might be imagined the story re- 
cites briefly the tale of a railway wreck, 
caused by a broken rail, the moral be- 
ing that, while the traveler cannot safe- 
guard against happenings of this na- 
ture, he can get protection indemnify- 
ing for their m:oneyed loss, 

The Prudential Casualty issues thor- 
cnghly modern personal accident and 
health policies, and also writes bank, 
mercantile and residence burglary, hold- 
up and robbery, automobile, elevator, 
employers’ and all forms of liability in- 
surance, plate glass, steam boiler and 
practically every possible contingency 
attended with tragedy and loss. 





George E. Hayes and A. G. Oakley 
have been appointed associate managers 
of the local branch of the United States 
Fidelity & Guaranty Company of New 
York City. 





The capital of the American Liabil- 
ity Company, of Indianapolis, by vote 
of its stockholders, will be reduced 
from $300,000 to $100,000. 








STANDS FOR 
Aggressiveness 
Prompt payment of losses 
AND 
Clean methods 


| 
Capital,$500,000 | Agents wanted who are unattached and can produce 
business 
Address Agency Department 


The Empire State Surety Company 
84 WILLIAM STREET, NEW YORK 


| The * EMPIRE” 
| 














Allforms of Accident, Sickness Indus 
Liability Insurance 


SANDARD 


Accident Insurance Co, 


92 WILLIAM STREET 
NEW YORK CITY 


C. A. TIMEWELL, Resident Manager 


Detroit, Michigan. 











TO AGENTS AND BROKERS: 


Are you familiar enough with the 
new Liability Laws to advise and 
protect your clients’ interests? 
We will gladly send any informa- 


Ghe. tion on request. 
: The Philadelphia 


ahem Casualty Company 


SUPERIOR POLICIES 
KIMBALL C. ATWOOD, President, WALTER LE MAR TALBOT 


200-202 Groadway, New York. President 


PERSONAL ACCIDENT, HEALTH, 
LIABILITY, AUTOMOBILE, PLATE 
GLASS AND CREDIT INSURANCE, 














THE s 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
TE GLASS — 
FEATE.SE “AE cioexr POLICIES 
OF THE MOST APPROVED FORMS 
EVGENE H. WINSLOW, President 


DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Bec. 
KRKLIABLE AND ENERGETIC AGENTS WANTED 


LONDON GUARANTEE AND ACCIDENT CO., Ltd. 


OF LONDON, ENGLAND 
Head Office F. J. Walters 


















CHICA GO Resident Manayer 
aaa 45-49 Cedar St. 
F. W. LAWSON New York 





Gen’l Manager 


Elmer A. Lord & Co, 
145 Milk St., Bosto™ 
Resident Mgrs.,—_—___ —. 
————New Engiend 


Liability, Accideat, 
Health, Credit, Burglary > a 
and Steam boiler Bablished 1869. 





THE EASTERN UNDERWRITER 








February 23, 1911. 

















The Western Life Indemnity Gompany 


of Chicago, offers exceptional opportunities to 
men who can write business. 
Address in confidence 
GEO. M. MOULTON, W. B. MUSSELMAN, 
President General Agency Mgr. 


Over $100,000 deposited with the State of Illinois 


Georgia Life Insurance Company 
OF MACON, GA. 


(Now Organizing) 
W. E. SMALL, President 


CAPITAL $1,000,000 SURPLUS $500,000 
LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
Management. First Class Openings in bothBranches fer PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 











A GIANT «™ SOUTH 


Its Name Is A Synonym of Strength 


Operating under the Compulsory Reserve Deposit Law of the 
State of Kentucky 


MEN OF CHARACTER AND ABILITY 
WANTED, TO WHOM WE CAN OFFER 
GOOD COMMISSIONS AND TERRITORY 


Citizens National Life Insurance Company 
CHAS. D. PEARCE, President LOUISVILLE, KY. 


Scranton Life Insurance Co. 


JAMES S. McANULTY, President 


HAS GOOD TERRITORY TO OFFER LIVE 
AGENTS WHO CAN MAKE GOOD 





I icici scsisnivinsascasuciarde <aleiatbintins dake Ga cheleas $808,557 OO 
PCRS PRES me SORE $383,875 00 
TIE SLATER ERS RHE $300,000 00 


ID oo ss setstare. catennonsseinngee tease ¢81,563 OO 


Address WM. E. NAPIER, Secretary 
SCRANTON, PA. 











WESTERN STATES LIFE 
INSURANCE COMPANY 
Capital fully paid in Cash - $1,000,000.00 
WARREN R. PORTER, President 
Is now offering the most attractive line of policies ever offered 


OPEN TERRITORY: Los Angeles, Pasadena, Riverside, San Bernardino, 
Santa Barbara, San Diego, and other splendid territory in Southern California, 
with the co-operation of more than 3,000 stockholders. 


PRATT & GRIGSBY, General Agents 


San Francisco, California 


Address: 


Majestic Life Assurance Gompany 


INCORPORATED) Home Offices: INDIANAPOLIS, INDIANA 
$100,000 DEPOSITED WITH INSURANCE DEPARTMENT 


F. W. KILLEN, President GEORGE J. ROGERS, Vice President 
JOS. N. FINLEY, Second Vice President R. M. AYRES, Secretary 
DR. HARRY HUBBARD, Treasurer 


Stock Salesmen and Life Insurance Men of Ability Desired 











CHICAGO’S FINANCIAL GIANT 


Security Life Insurance Company of America 


Ww. O. selena tet President, Rookery Bldg., Chicago 


Capital and Surplus Sian $1,000,000 





For the Sells’ Ideal Agency, with the Security Monthly Income Policy 
Address, J. B. SELLS, Vice-President 


CHICAGO’S STRONGEST LIFE INSURANCE COMPANY 





NATIONAL LIFE INSURANCE COMPANY 


Of the United States of America 
ALBERT M. JOHNSON, President 


More than $9, 750,000.00 in Assets 
Excess Security to Policyholders $1,300,000.C0 
CHICAGO'S OLDEST AND STRONGEST COMPANY 
OUR NEW POLICIES LOW RATES AND 
ARE WORLD BEATERS HIGHEST VALUES 
You Lose Money When You Neglect Your Chance 
to Sell Them. Write to 


ROBERT D. LAY, Secretary, 159 La Salle Street, Chicago 




















Joseph L. Durkin, Secretary Edward Madden, Treasurer 


John Langham, Jr., President 
The Home Life Insurance Company of America 


INCORPORATED 1899 


General Agents and 


Policy contracts contain 
the 


DISABILITY CLAUSE 


District Managers who 
can produce men and 


business can secure a 


Non-Participating Rates 





‘Ground - Floor’’ con- 
Guaranteed Annual Bonuses of 
20 Per Cent. of Premiums 





tract. 


EXCEPTIONAL GOOD TERRITORY TO BE OPENED UP 









ADDRESS 


M. LALLY, Gen’l Mgr., 416-18-20 Walnut St., Philadelphia, Pa. 





| FIRE | 


WE HANDLE ALL LINES 


LIFE 














THE PERRY SOLICITORS CO. 


INCORPORATED 


GENERAL INSURANCE ACENTS 
A Live Office—Managed by 


Experienced Insurance Men 


10 WALL S’TREET 
NEW YORK 




















‘CASUALTY 








PHONE 554 RECTOR 





SURETY 























